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A Cure for the Black Plague 


Try Pushing 85% Tan and 15% Black in Men’s Shoes 


AN we not find a cure for the 
( Black Plague? It is folly to 

think we cannot. If we think 
deep enough, I can see no real reason 
why, within six months, brown and 
tan shoes cannot be brought back to 
their place. 

“It can be done’—all that is 
needed is a leader and a helper in 
each community who can remain de- 
termined long enough to prove that 
he is a leader. In a reasonable per- 
iod he would have a flock hard to 
break up. 

If ever we get a tan flock bunched 
again, surely our experience will not 
allow it to be separated by some not 
well-founded scheme. 

“Tt can be done,” but 
by no one merchant. 
Hands must be joined. 
Talk 85 per cent tan and 
15 per cent black intelli- 
gently. The sales force 
can be trained. Windows 
can be dressed 85 to 15. 
Advertising can contain 
tan‘and brown in its text. 

We sold the black idea, 
why can we not the tan? 
We can! But not, how- 
ever, as easily as we did 
the black, because it has 
not the economical ele- 
ment. 

Judge for yourself. 

* * * 


Selling an idea to men 
is largely a case of cre- 
ating an association of 
ideas. If he can be made 
to feel that both black 
and tan shoes are essen- 








BY SPURGEON B. MALLORY 


Head of the Men’s Department 
Franklin Simon & Co., New York 


tial parts of his wardrobe, he will 
buy both black and tan. 

Successful retail merchants in 
various parts of the country are now 
experimenting with their window 
trims and with their advertising 
copy in order to see how men will 
react to the association of 85 per 
cent tans and 15 per cent blacks, 
along the lines suggested by Mr. 
Mallory. Their newspaper copy no 
longer says: 


ae 
Bass 


ey AS 
BLACK | 


“Blacks are fashionable,” or “‘tans 
are the thing.” 

They come out boldly and say that 
men should have at least two pairs 
—one black and one tan or brown, 
first, because this wardrobe enables 
him to wear a lighter colored shoe 
with his business garb of light gray 
or brown, and still have the dressier 
black for evening wear; and, second, 
because it gives him a change of 
footwear which his feet need if they 
are to be kept in good condition. 

In their windows they are cre- 
ating the desired association of 
ideas by showing both blacks and 
tans in the ratio of 15 to 85. Win- 

dow cards stress the need 
for two pairs of shoes. 
In some stores men are 
furnished with correct 
dress charts, or at least 
with those portions of the 
correct dress chart which 
treat of the relationship 
among shoes and suit and 
occasion. 

This is by far the best 
way with men. Don’t 
over-emphasize. Don’t 
push one color to the ex- 
clusion of another be- 
cause the first happens, 
for the moment, to be in 
a slump. Give them the 
whole story every time— 
two pairs for health and 
style. 

This will not only tend 
to right the proportions 
of tans to blacks, but will 
increase the pairage 
volume. 
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New Beauty in Boudoirs 





And Luxury Goes the Limit 


were to be written, we would 

have some curiosity as to the 
mate of the silver slipper. One was 
left at the stroke of midnight at the 
top of the stairs. It was natural to 
expect that the other did not vanish 
into the air. If one materialized and 
became the plot of the story that had 
come down through the ages, how 
about fastening a piece of romance 
to the other? 

The modern Cinderella, when she 
sheds her “unmentionables” puts her 
foot into a boudoir sandal, chic and 
dainty. The modern Cinderella, af- 
ter a party, certainly does not go 


I: the private life of Cinderella 


This cut-out vamp for a boudoir 
slipper is a combination of se- 
quins and beadwork. The se- 
quin part on the outside edge is 
blue black. The light-colored 
beading is silver and the pattern 
in the silver field is worked out 
in brown, green and pink 


back to the kitchen. She dons her 
fineries of the boudoir. 

And slippers in all materials and 
in all shapes from boudoirs to Chi- 
nese quilted novelties, as well as a 
long and wide selection of felt foot- 
wear, has given to the shoe trade a 
real opportunity. 

One store in New York has a com- 
plete department for boudoir and 
comfort slippers, and does a $20,- 
000 a year volume on these types 
of foot coverings alone. Once the 
little mule was classified as a chorus 
girl conceit. Today it is universally 
worn. It is sold at all prices, and at 
all times of the year. 


UXURIOUS comfort has become 
more or less of a fetish among 


the women. There never has been 


such a demand for luxurious negli- 
gees, lounging robes, or similar gar- 
ments that are supposed to be worn 
only in the privacy of the boudoir. 


, The truth is the boudoir is no longer 


private, and women wear these gar- 
ments and accompanying footwear at 














more or less informal sociai func- 
tions in their homes, 

What does the well dressed woman 
wear at home while listening in on 
the radio? Something comfortable, 
but also something luxurious and 
fashionable. It’s a safe bet of ten to 
one that she has a pair or several 
pairs, depending upon her financial 
status, of beautiful boudoir slippers, 
shimmery with touches of gold or 
silver, perhaps Oriental in style, but 
something far above the old concep- 
tion of a comfortable house slipper 
as it was a few years ago. 

The modern Cinderella demands 
the utmost of luxury in her boudoir 
slippers. Comfort, to some degree, 
is a secondary consideration. Ap- 
pearance comes first. It is for that 
reason that fancy leathers and fab- 
rics, such as we show on these pages, 
in a wide variety of colors, blues, 
reds, yellows, greens, many of them 
shot with gold or silver threads or 
both, have come into high favor. 
While the mule type of slipper is 
perhaps the favorite, there are many 
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variations of the mule theme. Low 
quarters have been added and vari- 
ous kinds of straps to go over the in- 
step and thus hold this flimsy bit of 
feminine footwear conceit on the 
foot, have been invented. Let your 
imagination roam and it will produce 
nothing more fantastic than has been 
brought out in boudoir slippers. 

We show a few samples of the art 
of dressing up the lady’s feet when 
she is undressed, on these two pages. 
At the top of the opposite page you 
see an extremely high-heeled slipper 
with a crimson suede vamp, with a 
top ornament of gold kid and a crim- 
son patent quarter with gold inserts. 
Its companion on the same page is 
a “mask” type D’Orsay, the “mask” 
and vamp of black velvet and the heel 
and quarter of silver kid. 


N this Oriental 


page, the 

influence is shown in a real 
Turkish type slipper made of alter- 
nating bands of blue kid, silver kid 


and black patent leather. The mule 
at the right is made of gold -bro- 
caded fabric with the heel and heel- 
strap of gold kid. 

Boudoir slippers of this type, of 
course, should not be sold as just 
boudoir slippers. They are, rather, 
jewels for the feet, and should be 
treated as such. A pair here and 
there, singly, resting on a table, or 
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in a glass wall case about the shoe 
department, add a touch of color and 
inspire the customer, who sees them, 
with an urge to buy. Occasionally 
put into the show windows, they add 
just the proper touch of dressing up 
that is needed. 

More than half the trick of 
handling high priced boudoirs at a 
profit, according to one New York 
merchant who gets some long prices 
for such merchandise, is giving them 
an atmosphere. In his shop the 
dainty confections of footwear are 
never displayed except in glass cases, 
safe from dust and the soiling that 
comes from much handling. Usually 
with them he shows a dainty powder 
box, an unusual bottle of perfume or 
an atomizer, anything to give the 
atmosphere of a luxurious boudoir. 
He has even gone to the extent of 
borrowing lingerie from a neighbor- 
ing retailer, to help create the proper 
air. 

When it comes to the less elaborate 
types of slippers, successful mer- 
chants have found that putting them 
in bulk on tables in the shoe depart- 
ment is the best merchandising 
method. Something of the ten-cent 
store idea applied to shoes. 

The lower priced slippers are 
bought mainly for utility and make 
a greater appeal to customers, when 
they can be picked up and handled. 
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Getting More Shoes Sold Right 


First Snow Profits 


OTH the high cost and perishability of light 

colored hose has helped the shoe store to a 
bigger profit through rubber protection footwear. 
Delicate shoes makes necessary the wearing of rub- 
ber gaiters with the first inclenient weather of the 
fall. Rubber protection footwear serves the pur- 
pose of utility, but also a new function of being 
stylishly acceptable to many women who wear 
them for warmth in cold weather, just as much as 
for safeguarding shoes and hose against rain and 
snow. 

Every section of the country has taken up these 
stylish specialties, which somewhat surprises the 
veteran rubber men who formerly traveled only 
the snow belt. In early November of last year 
many parts of the country were hit by hard weath- 
er, and hundreds of stores sold out to the last pair 
in three days’ selling. This season stores are bet- 
ter prepared, because merchants are realizing that 
to anticipate 80 or 90 per cent of last year’s de- 
mand is good business foresight. 

Out of the experiences of former seasons comes 
several beneficial policies. First, the merchant 
who found it impossible to get rubber over-gaiters 
when he wanted them is covering his needs by ad- 
vance orders and, second, that merchant is asking 
for some protection from the dumping of rubbers 
to the injury of his standard and profitable goods. 
One of the most helpful policies of the present sea- 
son is now being carried out by some of the rub- 
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ber companies. On every order placed is the fol- 
Jowing little yellow sticker: 
“We will not accept or be responsible for 
any unworn merchandise returned unless a 
written order for its return has been issued 
by us. A service charge of not less than 5 
per cent will be made. Transportation charges 
on the returned goods must be prepaid.” 

This firm policy on returned goods helps the 
legitimate merchant to sell his rubber footwear at 
a profit. He knows that cancellations will not 
crawl up on him through other stores buying re- 
turned goods saleable elsewhere in town at cut 
prices. 

This recommendation bids fair to become a regu- 
lar trade custom. When payment dates come 
around goods have been returned in lieu of cash. 
All such unbusinesslike practices injure what is 
becoming the sweetest business in the shoe store 
calendar—rubber protection footwear. 

When hundreds and thousands of pairs of rub- 
ber protection footwear are sold in the rainy days 
of early winter, there is profit for the store through 
the volume of business transacted in a short space 
of time. Now that this rubber business is to be 
safeguarded by this protective clause against un- 
warranted returns, there is every indication of a 
real fall opportunity for profit and prestige. 


Art in Industry 


SHOE style situation that makes but little ap- 
peal to woman’s imagination is impending. 
The business of making and selling must now be 
brought to a point where it will combine to a rare 
degree practical and imaginative qualities. A cer- 
tain charm must be added to footwear to increase 
consumer acceptance. Mr. Ford made a marvel- 
ously efficient machine, but he was forced by fash- 
ion to wrap up his healthy little motor in a tin 
upper having more of beauty in line and color| All 
of a sudden people had sensed beauty values. What 
looks more forlorn on the highway than an old 
Franklin? More articles are being worn now 
through the eye of fashion. In every industry the 
miracle of artistry wins dollar victories. 

Shoes need the brightening flash of color, for too 
much black for-both men and women defeat the 
purpose of style—which is to make people dissatis- 
fied with what they now wear. Shoes need new 
streamlines. What reward can be offered to cre- 
ative genius to evolve something other than pump, 
step-in, strap or oxford? Is there a new body line 
in pattern design upon which can be built a super- 
structure of profitable style? Has every possible 
variant of pattern been tried? One student of 
style delves into the BooT AND SHOE RECORDER since 
1882 for some long forgotten beauty line. The 
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search continues for there is an economic reason 
for beauty. First utility—then beauty. What an 
opportunity for the next Styles Conference to 
evolve a technique of good taste, color and beauty 
for a sparkling spring season! For it will take 
months of preparation. 


Real Buymanship 


HE “real buyer” (as so termed by the shoe 

traveler) is a man that has a method in shoe 
buying that is distinctly efficient. When he takes 
up a shoe he examines it so that every single point 
in its construction, as to its fitting and selling 
merits, is mawe known to him. In an enort to find 
just the method of procedure, as used by the real 
shoe buyer, a number of shoe travelers and sales- 
men were interviewed and the following is the con- 
census of their experiences: 

The real shoe buyer first looks at the last; then 
at the pattern; then at the sole; then at the heel; 
then at the fitting qualities; then as to how it 
stands, and almost invariably asks to see the inside 
of the shoe so that he 








can see the grip of the =‘? LD 


The ‘Reason Why 


THE MACON SHOE COMPANY 
Macon, Ga. 


Please allow me to commend you and your co- 


sides, the grade of lin- 
ing, the type of insole. 
He then examines all 
the materials and sees 
whether the shoe is ap- 
propriate in every re- 
spect and, FINALLY, 
ASKS THE PRICE. 

He makes the exami- 
nation in just the order 
named. He never picks 
up a shoe and asks the 
price first. 

He wants to know 
the particular features 
about the shoe and puts 
these together with pic- 
tures that his eye has 
already made of the ap- 
propriateness of that 
style, to the class and 
grade of trade that he 
hopes to serve. 

The real salesman 
says nothing when the 
buyer is examining the 
he has finished. Then 
the salesman takes par- 
ticular pains to im- 
press the little features 
that increase that 
style’s salability. * 

He shows why the 


by reading same. 


tion and supply. 








workers on publishing a weekly magazine covering 
every detail pertaining to the shoe store. 

I have been a constant reader of the Boor AND 
SHOE ReEcorpeR for fifteen years, and I assure you 
that I gather a great deal of valuable information 


Sincerely yours, 


(Signed) GEO. P. BUSSEY. 


George Bussey is a live-wire. 

If yow could see him in action at a Southeastern 
convention, you would get a good idea of what 
“perpetual motion” is like. 

He knows that a man cannot be a_ business 
leader unless he knows his business. 

And he is frank to admit that the Boot ANpb 
SHOE REcORDER is an ever fresh source of informa- 
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rectly fits the foot, the benefit of the new last for a 
particular kind of foot, and gives specific knowl- 
edge on the fitting, quality and style properties of 
the shoe, and if he is wise he links up his talk with 
the statement as to the appropriateness of that 
style to the store’s trade. 

Price is usually the test of the efficiency of the 
salesman. Price should never be the sole argu- 
ment of the salesman, or the sole reason for pur- 
chasing on the part of the buyer. 

The real buyer is never confused by a multitude 
of samples, and the real salesman never puts a 
jumble of lasts, patterns, leathers and grades be- 
fore the buyer of one time. The real buyer knows 
just what he is ordering, why he is ordering it, 
and knows to a pair the number of cases he wants 
next spring. The REAL SALE is made when all 
these elements are combined. 


Curse of the Cobbler 


ad | ’M free as a bird of the air,” says a retail shoe 
merchant in high glee. He steps out of the 
shoe business into what he thinks is some more fer- 
tile field. He feels an 
exhalation and a relief 
so great that we had 
not the heart to tell 
him it was all false. He 
will find that in the new 
game that he is now be- 
ginning that all is not 
sweet profit. 

He will have none of 
the benefit of his past 
experience in making a 
profit in shoes; he will 
lose all that he has and 
more besides, because 
you cannot make of a 
shoe man after forty 
years in one trade a 
butcher, a baker or a 
candle-stick maker. He 
may not know it, but 
the “curse of the cob- 
bler” is on him. When- 
ever he sees leather in 
any form he will be 
pulled back to it. 

The very fascination 
of the shoe business 
lies in its contact with 
leather, and the inti- 
mate company of the 
men who work in it. 
It may not be the indus- 
try of great profit to 
the individual, but it 
has other rewards. 
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Color and Fabric Highlights 


in Rubber Footwear 

































HE intricacies of a capricious vogue have entered overshoe mak- 

ing. In the words of one of the leading rubber shoe manufac- 

turers—“Styles in overshoes have begun where styles in ‘under- 
shoes’ have left off.” True it is that this fall and winter will see more 
novelty numbers in galoshes on the market than ever before in the his- 
tory of the industry. Fashion in galoshes, which struggled for expres 
sion in the days of 1922, with the college girl’s flapping top gaiters 
leading the way, has gradually progressed, due to the encouragement 
of the public, until this fall and winter, it will be possible for every 








An all-wool, gray mixed tweed merchant to have “something different” for the discriminating buyer. 
pron Agger yng > se The tremendous expansion in the decoration of the old-time leather 
cuff. Its lining ts in light- shoe protector has occasioned much concern on the part of the 

cheched flesce rubber companies. This anxiety on their part is not of recent origin. 


When the subject of style in footwear protection was mentioned 
to a certain rubber company head some three years ago, that execu- 
tive replied—‘‘We are positively not going to introduce styles into 
the rubber shoemaking business. Style is what has ruined the 
women’s leather shoe business.” However, such departures from 
the regulation four to six-buckle types as were made by various rub- 
ber companies were readily accepted by the young woman; a little 
later, these same innovations were readily accepted by the older 
woman, and rubber men, the country over, ever alert to react to 
the demand of the American public, made production plans accord- 





ingly. 
An_all-wool, | red and white | 
plaid, automatic ——— vowed ; N the opinion of some of the stylists, it is strange that galoshes did 
ares ee ee ae not react more quickly to the “whims” of the fashionably shod. Put 


checked fleece lining : ' 
the rubber shoe industry had always been a conservative one. | or 


over half a century, it had specialized on a utility article, only. It 

was “hard to teach an old dog new tricks.” The rubber shoe com- 

panies were reluctant to introduce the element of style into galoshes 

until they had thoroughly ascertained the wishes of the consumer. 

They do not believe, even now, that everybody in the United States 

will want the novelty numbers—they believe that four and six- 

buckle gaiters will be still sold in large numbers. But they do 

believe, with just as much sincerity, that there will be more novelty & 
gaiters sold this year, and in succeeding years, than in all of the &S 
half century or more of gaiter wearing. 





A special mercerized knitted 
tweed gaiter in a tan mixture, 


with cuff of same material, em- a 







broidered in harmonizing silk. 
Tan foxing and outsole to 
match 
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ord- The light-weight rubber in 
shades to harmonize with the 
new gown and hat colors 
may be slipped into a nov- 
lid elty plaid silk case 

3 dic 


But 


For The small merchant who finds it 
it difficult to “cheer up” at the thoughts 
ene _ of the “novel behavior” of galoshes 
wines will certainly find encouragement 
aaa in the fact that on account of this 


oe style demand, rubber shoe manufac- 
si turers report that they are excep- 
é tionally busy this season—a few 
~~ report that they cannot take any 
ae more business for the 1927-1928 
galosh- wearing time. Another 
consoling thought for the small 
merchant of the city and well ad- 


\y ministered towns is the general im- 


i 2 This is “the long of it” in a 
A novelty in a_ light-weight, provement - the cleanness of the new light-weight, all-wool jer- 
on - and - off - in - a - flash- shopping centers’ streets. Designers sey top gaiter in gray, with 
over - the - shoe, tan Pekin boot. »f galosh uppers hav uick fancy rayon lining. It is one of 
Its cuff can be turned up to knee of —_ P PP - ave been q - the popular automatic front 
length to recognize this fact and this is fastener types 
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A novelty in “Nude” color, 

light-weight rubber _ shoe, 

with turnover cuff in har- 

montsing shades and snap- 
on button fastened 





one reason for their adopting silks and satins: 
silky mercerized fabrics, and light weight rub- 
ber tops of gay hues. This is the reason for the 
popularity of the new light weight rubber in 
dainty tones to harmonize with the leading leather 
shoe shades. 


iG is in “the custom” type of gaiter for 1927-1928 
—made up according to the varied specifica- 
tions of various buyers—as to patterns, colors, 
and fabrics, as well as lasts, that the realm of 
novelty really begins. When once a “custom” 
order is booked, it is non-cancellable, which is 
agreeable to the fair-minded buyer, otherwise, the 
A rubber top novelty in.6 boot rubber shoe manufacturer would not take the 
which savors of “adventurous ; pit ¥ 
days of the sea.’ Note orna- risk. It is in “the custom” gaiter types that one 
mentation on cuff of skull and finds satins in bright tones, and in miulti-tones; 
cross-bones —automatic side s é 
fastening there are silk weaves, and silk and wool weaves: 
interwoven checks, black and white combina- 
tions; strikingly effected—for instance, a black 
and white upper, with a cuff in solid black, or vice 
versa; there are the delicate light weight rubber 
tops; there are automatic fasteners at the side 
instead of the front; one notes many mottled 
colors, in green, blue, and fawn. There are 
galoshes with cuffs and’ galoshes without cutis; 
some tops are cuffless in the low height and some 
are cuffless in the new highs; there are many 
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A gray and tan English check, 
An all-wool, double-thread jer- all-wool tweed upper, gaiter with 
sey novelty gaiter in gray, light- foxing and outsole to match 
checked fleece lining 


“snap-on” button fasteners. One model has “two 
tongues,” or a piece of fabric fitted into the front like a 
tongue, and another piece fitted into the back, each fitting 
into the other. 

Some cuff tops are embroidered—others are stencilled ; 
some cuffs are of velvet—some cuffs are plain. The 
English sport influence is noted in the soft tweed num- 
bers, with Ascot tie effect as a rather severe decorative 
motif showing underneath the turned over cuff. There 
are brown tones to match the new browns and “grains” 
in hosiery; there are blacks, grays, and black and white 
effects to match the new gun metals in hosiery. Novelty 
gaiter tops are made to match the present vogue in hosiery, 
as well as to harmonize with hosiery ; they are being made 
to match or contrast with other articles of the fashionable 
costume. The light weight yet durable and good fitting 
characteristics of the new gaiters appeal to the ladies. 
Gaiters will be worn during the fall and winter months 
as much for style and protection from cold on clear days, 
as for utility and protection from snow and slush on 
stormy days. 


A three-buckle gaiter with 
black twill upper and black 
and white checkered cuff— A light-weight, all-wool jer- 
brown and white fleece lining sey gaiter in beige; auto- 
matic front fastened, with 
fancy rayon lining 
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A New Type “Ad” 


FULL page advertisement pub- 

lished in the Norfolk Ledger- 
Dispatch by Hofheimer’s, of Nor- 
folk, Va., was such an exceptionally 
good piece of copy that a few of the 
paragraphs are given here. A well 
known advertising authority studied 
this ad at my suggestion. His opin- 
ion is that if more institutional ad- 
vertising of this nature was used, 
the retail shoe business would be on 
a much higher plane. Here it is: 


“PRINCIPALS’ PRINCIPLES” 


“Every time you leave a store with 
a comfortable inner sense of having 
procured a good money’s worth, plus 
an agreeable undercurrent of self- 
satisfaction due to unusually pleas- 
ant conditions of purchase, you go 
home in an amiable state of mind 
and have a happy evening. 

“Thus, the personal philosophy of 
a merchant, as expressed in the busi- 
ness policy of his House, may color 
many odd moments for countless 
people. * * * This fact implies a 
clear moral responsibility to the 
public, of which only the greatest 
merchants are conscious, or take ac- 
count of; yet every merchant owes 
his business life to the good-will of 
the people whose trade he solicits. 

“No transaction in any Hofheimer 
store is complete until you are 
thoroughly satisfied for keeps. 

“We believe that the principles of 
a house are simply an extension of 
the personal ideals of the owners of 
the business, and we make it pos- 
sible, notwithstanding a very large 
and busy organization, to be always, 
in the middle of things, and to con- 
tinue solicitous for the successful 
handling of every phase of each 
day’s activities. 

“In short, the Hofheimer execu- 


(Other 


by Harry R‘lerhune 
Jield Editor 


tives are as much on the job today, 
with a volume well into seven fig- 
ures, as were the founders in 1888, 
when they took turns in opening 
their little store extra-eariy each 
morning, lest their Thursday cus- 
tomer should happen to stop in on 
his way to work and conclude that 
their Wednesday customer had 
cleaned out the Hofheimer stock.” 


* *& 


A New Hosiery Display 


AKING all the shoe cartons out 

of a row of shelving, eye high, 

in the middle of the store and setting 
in this space opened boxes of hosiery, 
has been the means of adding many 


J 


extra hosiery sales in the shoe store 
of C. N. Howe, Lebanon, N. H. The 
stockings are so arranged that cus- 
tomers may easily handle them, 
which, too, means more easy selling. 
Mr. Howe finds that when stockings 
have odd prices, as $1.45, they sell 
better than at $1.50. His experience 
has proved to him that to sell extra 
goods, whether shoes or hose, they 
must be well displayed and out in 
the open. 
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A New Voting Contest 


OUR stores in Newport, N. H.., 

each in a different line of busi- 
ness, got together at the suggestion 
of Winter Bros., in an advertising 
stunt, known as a “Radio Contest.’ 
Working with the shoe store is a dry 
goods, drug and provision store. 
This gives a well balanced run of 
stores, in which a family may easily 
do most of its trading. 

Briefly, the person who obtains 
the most votes during the six 
months’ period that the contest is 
on, receives a valuable radio, with 
lesser prizes going to those next in 
the race. One vote is given with 
each penny cash sale, so a $10.00 
purchase means a thousand votes. 
Then there are occasional specials 
such as ten thousand extra votes on 
the dollar for all bills paid that were 
contracted before April 1, so that 
the paying of a $20.00 old account, 
means 200,000 more votes. Special 
items, such as children’s shoes, are 
offered at certain times and 3,000 
extra votes are given as a purchas- 
ing inducement. Each week a letter 
is sent to all contestants, keeping 
them pepped up. These letters are 
signed in turn by each merchant, so 
once a month the letter goes out 
eunder the name of each store. 

* * * 


Doctors Help Sell 
His Shoes 


T sounds like a case of bringing 

the mountain to Mohammed. P. 
King of Washington, D. C., figured 
it out that if he could talk shoes and 
feet to a group of doctors every week, 
both he and the doctors would bene- 
fit. No one but a man like King 
would have had either nerve or 
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knowledge enough to attempt such 
an undertaking. Anyway, he sent 
a letter to a selected group of phy- 
sicians, asking them to call at his 
store the following Tuesday at 7 p. 
m. for the purpose of discussing feet 
and feet conditions. All but two 
who received the letter were present 
the first night. They came in a 
spirit of investigation, so the first 
meeting was full of the unspoken 
question “Why are we here?” 

At the beginning it was stressed 
that while the meetings were in a 
store handling just one type of cor- 
rective foot wear, there was not the 
slightest intention of recommending 
or condemning this or that shoe. It 
was more to tell the doctors how 
shoemen could help them in the treat- 
ment of many cases. 

A permanent club was formed as 
a result of this first meeting, with 
an average attendance of seventeen 
doctors. Later a group of osteo- 
paths were brought together in a 
like club. In each instance specimen 
cases were taken and discussed. Mr. 
King has found the physicians quite 
anxious to learn the practical side 
of feet, but they do not know where 
to turn to get this information. One 
thing he strongly impressed upon 
his hearers, “There is no such a 
thing as a corrective shoe, though 
shoes can be mechanically correct.” 

These clubs have been continuing 
for several years now. There seems 
to be some new angle popping up to 
make each meeting interesting. 
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Are You one of 
the lucky ones 



































BALTIMORE, Mp. (UTPS).—An 
unusual advertising stunt, which 
both attracted attention and helped 
business was employed by Kenney’s 
Bostonian Shoe Store, 112 East Bal- 
timore street. This consisted of a 
chart with the number of pairs of 
men’s shoes according to sizes and 
widths, on the four corners of which 
were four horseshoes, while at the 
top of the chart were the words are 


When customers are sent to shoe 
stores by physicians, all three par- 
ties of the transaction are satisfied 
—the doctor professionally; the cus- 
tomer made comfortable and the 
shoeman commercially. Thoroughly 





Ties for Smartness 


A well defmed fashion trend for sarly 


Stocking Quality 


Stocking quality meen wodtiing beanty 
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C. H, Peacock of Bradenton, Fla., has found a six page mailing 
folder to be the best way of attracting women to his new store. 
An occasional letter supplementing the circular is also sent. This 
letter tells of a special offering, or more often, of some pretty 
new shoes that have just come in. As considerable emphasis is 
being placed on the hosiery section, this department is showing 


good activity. 








“Namen 


you one of the lucky ones. The chart 
etc., referred to the clearance sale 
of the store in which $10 and $12 
values in the stated sizes and widths 
were offered for $5.95. Therefore 
if anyone was lucky enough to wear 
one of the mentioned sizes, he was 
lucky for he could purchase an ex- 
cellent pair of shoes at about half 
price. The shoes were all disposed 
of in an incredibly short time. 











trained shoemen are better equipped 
when it comes to selecting and fitting 
shoes, than the doctors are, believes 
Mr. King. 

“I get a great kick out of spread- 
ing the doctrine of foot health,” said 
Mr. King. “For every meeting I 
plan a special talk—shoe fitting— 
type of shoe—shoe talks that create 
questions that lead to general dis- 
cussion. It enables me to meet these 
doctors on a common ground and 
create a confidence that cannot be 
shaken. It took me several months 
to work up to the point where I was 
ready to start, but it was well worth 
the effort.” 


* + 


Why Not Artificial 
Flowers? 


NUMBER of stores in both 

large and small cities that sell 
evening slippers have picked up sev- 
eral extra dollars by having a few 
of the velvet, feather and chiffon 
flowers that the girls are wearing 
on their shoulders. One store in 
particular features gold and silver 
flowers which match the gold and 
silver slippers. 
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New Yorkers Hold Snappy Convention 


Merchandising Talks and Discussions 
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Feature Niagara Falls Meet 


T the Monday afternoon 
A session of the ninth an- 

nual convention of the 
New York State Shoe Retailers’ 
Association at Niagara Falls, 
this week, a real discussion from 
the floor followed the talk of 
Richard Sherrington. While the 
subject of the speaker was “The 
Need of Better Shoe Merchan- 
dising,” the spirited battle on 
the floor resolved itself around 
the argument as to whether shoe 
merchants could build more sub- 
stantially on branded or un- 
branded shoes. 

Speaking as an ex-retailer, and 
as one knowing something of the 
usual problems besetting shoe 
merchants, Mr. Sherrington said 
in part, “We are all in this in- 
dustry for the profit primarily, 
but it seems that this profit has 
been taken away from us. A 
common fault that seems to ex- 
ist in the trade is that each store 
is endeavoring to see how close 
it can sell its merchandise. With 
other lines of wearing apparel 
the goods are merchandised with 
the idea of seeing how much the 
article can be sold for. 

“People are buying named and 
branded makes of nearly every 
article that has a ready sale. Asa 
solution for grading up shoes and 
for getting the desired reasonable 
profit the merchant is entitled to, it 
is advocated that shoes bear a 
name, either one furnished by the 
manufacturer or one originating in 
the store. Any competition can be 
met if a store will hook up with 
reputable lines of shoes and sell 
these shoes at a reasonable profit. 
The cost of selling will be reduced 
by the handling of named brands on 
account of the readiness with which 
these shoes will sell over unnamed 
brands.” 


EFORE President E. P. Elitharp 

could put the usual question of 
“Any comments?” A. H. Gueting 
was on his feet. In his opinion 
there is nothing in the brand idea. 
A good strong merchant can get 
profit over his own name, better 
than in any other manner. This 
was supported by Jesse Adler. 
Wm. Pidgeon, Jr., argued that there 








Burt J. Gosper, of Elmira, newly elected 
president of the New York State Shoe 
Retailers’ Association. 


is a psychology that is running in 
the minds of all persons today that 
has to do with brands and labels. 
He believes that it would take the 
usual small town man a good twen- 
ty-five years to establish himself 
in a community under his own 
name. His solution, which seemed 
to coincide with the views of most 
of the merchants present was, if a 
merchant should put his own strong 
personality behind a strong adver- 
tised line, he would overcome the 
bad features of both named brands 
and unnamed lines. To this conten- 
tion, E. N. Parks of Syracuse, 
agreed. He admitted the good and 
bad points of advertised lines and 
stated that the man who starts to- 
day with nationally known lines 
will go faster and farther than the 
one who starts with unknown lines. 
Most important, however, one must 
give the best of service and inject 
his own personality. The question 
is something each merchant must 
analyze and settle to his own satis- 
faction. 

“Know your stock,” as based on 
the observations and experiences of 
Ernest A. Burrill of the George E. 
Keith Co., held the close attention 





of the big audience. He pointed 
out that his facts and figures 
were primarily for each man 
present and not for the other 
fellow. The high points stressed 
being, “Volume alone _ never 
yielded profit. The fundamen- 
tals of business exist just as they 
did twenty years ago, and may 
be classified under three heads 
Knowledge, the accumulated ex- 
perience of others, or know your 
own business thoroughly. Indus- 
try, there being no substitute for 
work. Vision, to have a good, 
clean cut objective to shoot at, 
the trouble is that too many have 
no fixed objective. Merchants, 
to make a gross profit, must sell 
every item at a profit, for it is 
the accumulated profits. that 
make gross profits. Merchants 
have no right to assume that a 
customer is a one-pair buyer. 
Increased sales come from sell- 
ing each. person more than the 
usual, an increase of four pairs 
of shoes per day means an in- 
crease of 1152 pairs per year. 
Ninety per cent of the missed sales 
are due to lack of a size and not 
of a style, so the warning is, have 
plenty of sizes and not try to make 
the store too much of a menagerie. 


HE following committees were 
"i sae Resolutions, M. B. 
Hughey, H. M. Smith, W. W. Dusen- 
bury, Charles R. Strange, William 
Pidgeon, Jr.; auditing, Jesse Ad- 
ler, J. E. Burke, H. A. Read; nomi- 
nating, C. H. Barton, Herman Fried- 
man, E. N. Park. 

A tribute was paid to Executive 
Secretary W. E. Southard for his 
wonderful work in staging the con- 
vention and to the fact that 
through his efforts the membership 
has been doubled over a year ago. 

Jesse Adler, as toastmaster of the 
evening dinner, struck a responsive 
chord when he announced that 
“After the dinner we will see Niag- 
ara Falls all lit up.” Many did. 
Miss Hilda Rau, style director of 
the Robert Foederer Co., keyed her 
talk on “Modes of the Moment” by 


-an appeal to more and better prof- 


its through knowing and having the 
right color harmonies. Exhibiting 
manufacturers staged a very cred- 
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ible style show under the direction 
of Secretary Southard. This was 
followed by A. H. Gueting, presi- 
dent of the N. S. R. A., who gave 
his talk on “The Curse of the Shoe 
Trade.” 
The 
elected: 


following officers were 

Chaplain, Rev. Elmer D. 
Gildersleeve; president, Burt J. 
Gosper; first vice-president, H. 
Merton Smith; second vice-presi- 
dent, Elmer J. Wade; third vice- 
president, W. F. Toher; fourth vice- 
president, H. A. Read; treasurer, 
Jesse L. Patton; recording secre- 
tary, H. A. Chase; executive secre- 
tary, W. E. Southard. Directors for 
three years: E. P. Elitharp, Wm. 
Pidgeon, Jr., Harry H. Phelan, 
Chas. R. Strange, Jesse Adler. Di- 
rectors for two years: Edward M. 
Flynn, Chas. T. Miller, E. N. Park, 
J. Edgar Burke, Herman Friedman. 
Directors for one year: John Sla- 
ter, Chas. H. Barton, W. W. Dusen- 
bury, Mott B. Hughey, John H. 
Schmanke. 

A committee of five, composed of 
J. L. Patton, chairman; E. N. Park, 
H. H. Phelan, Charles H. Barton 
and Wm. Pidgeon, Jr., was ap- 
pointed by President Gosper to re- 
ceive any proposition as the Middle 
Atlantic Shoe Association may have 
to offer relative to amalgamation of 


mu IUANUSOOUNAUECOSABGENAQUEOAALLLLATEUSUUbAUdUUNNA AU aGaNntAN Land 


Spring Shoe Colors Chosen 


Spine shoe colors have been chosen by the allied shoe and leather 
associations in cooperation with the Textile Color Card Association, 
for the Spring and Summer seasons of 1928. These are: 

White Jade—a pale, cloudy shade, neither beige nor gray, with a 
suggestion of a misty mauve cast that gives an illusive, almost inde- 
It is the exact shade of the rare imperial white jade 
It is especially adapted for Palm Beach and other winter 





scribable, effect. 
of China. 


Blush of last summer. 


mauve. 


been repeated. 








DT 


the associations. This committee 
is to report back to the board of 
directors, who have power to act. 

Clarke B. Rowley, secretary of 
the R. A. T. S., at the Tuesday 
luncheon, responded to “The Rela- 
tion of the Shoe Traveler to the 
Shoe Buyer.” He was followed by 


resort wear, and as a mid-summer shade. 
with natural beiges, kasha and similar tones, pale dusty colors, and as a 
smart substitute for the white shoe. 

Honeybeige—a light beige of honey cast, chosen to blend with the 
yellow-toned beiges, or as a soft contrasting shade. 

Rose Blush No. 2 is a new version of the original and popular Rose 
It is offered as a complement to the pinkish beige 
costume—thus the selection comprises three distinct types of beige— 
the natural grége, the yellowish and the pinkish tones. 

That rich medium brown with a very faint rosy undertone called 
Marron Glacé has been chosen for shoes, and will harmonize with any 
of the new spring browns, or contrast admirably with any of the beiges. 

Two grays, Shell Gray and Plaza Gray, a light and medium respec- 
tively, are repeated as the best shades to fill the need for gray shoes 
to be worn with the gray costume, or to contrast with blues, rose or 


Stroller Tan, a rich gold-brown, so well established as a staple, has 
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It will harmonize effectively 
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Donald W. Bolt of the N. S. R. A. 
Ways and Means Committee, who 
held the close attention of his audi- 
ence during his able presentation 
of the campaign to double the men’s 
shoe business. This campaign was 
given full indorsement by the New 
York State merchants. 


Three Roads to A Profit 





HERE are just three 
ways by which a profit- 
less volume can change to 
a profitable volume: 
A. By decreasing 
penses. 
B. By increasing gross 
profit. 
C. By increasing volume. 
In column A the truth of 
the old adage is proved— 
“A penny saved is a penny 


ex- 





Cost of Sales... 
Gross profit.... 
Expense 

Net profit 


B 
Ex- 
pense Gross 
De- Profit In- 
crease crease 


40,000 
20,000 
20,000 

0,000 


2,000 4,000 


Volume 

In- 
crease 
$60,000 $60,000 $62,000 $65,000 
40,000 40,000 42,000 
20,000 22,000 23,000 
18,000 18,000 18,000 
5,000 


umn A, but for $62,000. 


Cc In other words, the margin 


realized was 35 per cent 
instead of 33 per cent. 
With the expense the same 
as in A, a net profit of 
$4,000 resulted. 

In column C the store 
moved $2,000 more goods, 
which brought in $3,000 
more money. Because there 
was no more expense, all 
the gross profit increase 








earned.” ; 

In column B the $40,000 
of merchandise was sold, 
not for $60,000 as in col- 


became net profit. 
Simple as A, B, C, isn’t 
it? 
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St. Louis to Fire First Spring Gun 


the first shoe center, 

through its Fourth An- 
nual St. Louis Pageant of 
Footwear Fashions held in 
the Hotel Statler, Nov. 28, 29, 
80 and Dec. 1, to introduce 
to shoedom the authentic 1928 
spring footwear styles. 

Here retail shoe merchants 
will view for the first time, 
far in advance, the trend of 
spring’s freshest footwear of- 
ferings through what is rec- 
ognized as one of the most 
beautiful style performances 
in the country. From the 
style knowledge gained at the 
pageant, he will be better able 
to develop his buying program 
with confidence and assurance 
as to footwear styles. 

This new buying period, 
adopted by alert merchants 
in every progressive shoe 
community, has changed the 
month of January in the shoe 
trade. Aggressive merchants 
who buy footwear in Novem- 
ber and December, for early 
spring selling, have made the month 
of January a period of profit and 
brisk business instead of a passion 
of sale and sacrifice. 

The pageant will present a review 
of authentic spring footwear replete 
with patterns and materials, the 
creations of the market’s best style 
designers. Already intense activity 


S* LOUIS will again be 


pervades every pattern department 
where all style effort is being con- 
centrated on the shoes to be dis- 
played during the pageant. 

D. W. Martin, president of the St. 





D. W. Martin, President of the St. Louis Shoe 
Manufacturers and Wholesalers Association 


Louis Shoe Manufacturers and 
Wholesalers Association, under 
whose auspices the pageant is pre- 
sented, said, “The Fourth Annual 
Pageant of Footwear Fashions un- 
questionably will surpass any previ- 
ous effort in beauty, footwear styles 
and __— scintillating entertainment. 
The experience gained in building 
four pageants has broadened our 
ability to such an extent that we feel 
confident in saying any merchant at- 
tending this pageant will return to 
his store a more capable, efficient 


shoeman and who, through 
the style knowledge acquired, 
will eliminate the guess work 
in his spring footwear buy- 
ing. A merchant will see in 
this market complete lines of 
footwear adapted to his every 
customer requirements. Above 
all, the lines displayed will be 
accurately styled, and in plac- 
ing his orders at this time 
will involve no style hazard.” 

Frank A. Mahler, secretary, 
stated reservations for hotel 
accommodations are arriving 
in great numbers and atten- 
dance figures of last year will 
be considerably increased. 

Large operators, who have 
recognized the profit sense of 
an early buying program, are 
among the first to request ac- 
commodations. From every 
section of the country shoe 
buyers whose judgment is ac- 
cepted as correct have signi- 
fied their intention of being 
present. 

An invitation has been ex- 
tended by President Martin 
of the manufacturers to the entire 
shoe fraternity to come to St. Louis, 
whose hospitality needs no introduc- 
tion. 

Those expecting to attend should 
write at once to Frank A. Mahler, 
secretary of the St. Louis Shoe Man- 
ufacturers and Wholesalers Associa- 
tion, 1701 Locust Street. It is sug- 
gested that merchants expecting to 
be present should plan now their 
store activity to be carried out while 
they are attending the pageant. 




















Spring Styles Meeting, November 1 


The Joint Style Conference of the shoe and leather allied industries to 
decide upon a Spring Style Program will be held at the Hotel Astor, New 
York City, Tuesday, November 1, convening at 10:30 a.m. 

The Conference will be confined to a discussion of styles, lasts, patterns, 
materials, etc., for the Spring and Summer seasons, 1928. 
will be shoe retailers, wholesalers, manufacturers, tanners and traveling shoe 
salesmen, as well as representatives of the allied wearing apparel industries. 

This Conference will be one of the most important ever held. Opinion 
must be crystallized into a definite and sure-fire selling program to lead the 


trade into a profit for 1928. 












In attendance 
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Views of the store of 
Larus G. Ludvigsson, 
in Reykjavik, Iceland. 


Style—Even In Iceland 


Stores There Have Same Problems as in U. S. 


F you happen to labor under the 

delusion that Iceland is inhab- 
ited entirely by aborigines at war 
with Polar bears, take the second 
turn from the left after you cross 
the border and the third building 
on the right is what you see above 
—a modern shoe store, as modern 
in its appointments as many of the 
well-rated shoe stores of this coun- 
try, with just as many style prob- 
lems, with much the same ideas as 
to stock control, budget buying and 
general merchandising practice. 

The name of the firm is Larus G. 
Ludvigsson, a corporation. The 
active head of the business is Lud- 
vig Larusson and the store is in 
Reykjavik, Iceland. Mr. Larusson, 
a reader of the BooT AND SHOE RE- 
CORDER, writes us: 

“The history of the shoe and boot 
trade in Reykjavik is for the most 
part the history of our firm. For 
although our firm is only fifty years 
old, it was the founder, Larus G. 
Ludvigsson, father of the present 
owners, who was the first man in 
Iceland to establish a special firm 
dealing in footwear. 

“Fifty years ago there was al- 
most no import of shoes at all. 
There were little workshops where 


small quantities of shoes and boots 
were made, but what was mostly used 
were the so-called Icelandic shoes 
or slippers, made at each home 
from untanned sheepskin or oxhide. 

“All this is changed now. The 
Icelandic shoes are very little used, 
but the import of foreign footwear 
has increased proportionally. To 
illustrate this we have only to men- 
tion that in the year 1900 we (our 
firm) only imported 4000 pairs of 
the value of kroner 13,000.00, but in 
1926 we imported 92,000 pairs at 


Ludvig Larusson 


the value of kroner 677,000.00. We 
do not know for certain how big a 
portion of the whole import of the 
country, for 1926, this is. However 
we think it is near enough to say 
that it is 40 per cent, and when 
taken into consideration that the 
population of Iceland is only 100,- 
000, this amount may be called fair- 
ly big.” 


Chicken Leather Next ? 


CCORDING to an article in the 
Paris edition of the New York 
Herald, French tanners are experi- 
menting with chicken skin, and 
leather from this unusual source may 
soon be on the market. The article 
cites the progress in tanning that 
has rendered available such unique 
leathers as lizard, ostrich and fish- 
skins. The holes left by the feathers 
in chicken skin, probably will supply 
a new grain effect, it is said. 
The new chicken leather, it is be- 
lieved, will find its greatest use as 
a trimming. 
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It Coulldmt 


“‘T T can’t be done,” said the wise ones 


when Alexander Graham Bell an- 
nounced that he had perfected the tele- 
phone. Yet many of these same doubt- 
ers lived to see the telephone become 


the household and business 
necessity that it is today. 

In the same way, there 
were many shoe men who 
doubted the value of cork 
counters when they were first 
offered by Armstrong. To- 
day the flexible counter is 
gaining recognition. It is 
bringing to the wearer of 








There’s a world of flexibil- 
ity and “come-back” in 
Armstrong’s Cork Counters. 
They are made of the same 
resilient material as Arm- 
strong’s Cork Box Toes, now 
acknowledged to be _ the 
leader among semi-soft box- 
ing materials. By trial and 
test Armstrong’s Cork Coun- 
ters have proven their ability 
to “stand the gaff” of long 
hard wear. 








Be Done/ 


shoes the same comfort at the heel, with- 
out sacrificing appearance or style, that 
Armstrong’s Cork Box ‘Toes 


have 
brought to the toe. 

Every customer wants 
comfort if he can get it in a 
good-looking shoe—you can 
give it by specifying Arm- 
strong’s Cork Box Toes and 
Cork Counters when you 
order from the factory. Why 
not let your customers try out 
these new comfort features? 


Armstrong Cork Company, Specialties Division, Lancaster, Pa. 


BRANCH OFFICES 
Boston, Mass 197 South St. 
Milwaukee, Wis 911 Majestic Bldg. 
Minneapolis, Minn.....3 316 Third Ave., N. 


Cincinnati, 


Toronto, Canada, Armstrong Cork & 
11 Brant St. 


BRANCH OFFICES 


Insulation Co 


Broadway 


BRANCH OFFICES 
* St. Louis, Mo 204 S. Third St. 


Montreal, Canada, Armstrong Cork & 
Insulation Co....1001 McGill Bidg. 


Armstrongs Cork 
Box Toes ana Counters 
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Is this a shoe store? 


Yes, and a very successful one at that! 


It’s really amazing how the installation of high 
grade chairs enhances the appearance of a 
shoe store, and how very much easier it is to 
sell when the customer is comfortably seated. 


The latest idea in selling shoes is to surround 
the customer with all the comfort, charm and 
privacy of a drawing room. 


Aff excellent example of this new develop- 
ment is the shoe salon of the Potter Shoe 
Company, Cincinnati, Ohio, which is equipped 
with Milwaukee Chairs. 

Lack of space or a large volume of trade may 
prevent your adopting this idea in its entirety. 
Yet there is no reason why your place of busi- 
ness can’t be made more attractive and com- 
fortable than it now is. 


Without obligation, the Milwaukee Chair 
Company will gladly make suggestions as to 
how the seating arrangements of your store 
can be improved, submitting complete cost 
estimates. For further details of this service, 
write The Milwaukee Chair Company, 624 
South Michigan Avenue, Chicago, Illinois. 


MILWAUKEE CHAIRS 
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AT ONCE 


DELIVERY 


5552—-Russian Boot. Patent vamp, 
watersnake leg. B and C widths. 
Price $4.50 


1318—New style patent Dorsay 
pump. AA to C widths. 
Price $3.85 


7410—Patent leather side-lace 
ankelette. A, B, and C widths. 
Price $3.50 


4003—Black ooze calf one-strap. 
A, B, and C widths. Price $3.85 


4099—-Black velvet quarter, patent 
vamp, side-lace tie. AA to C 
widths. Price $3.75 


3505—Black ooze calf one-strap. B 
and C widths. Price $3.50 


1323—-Patent leather one-strap. A, 
B, and C widths. Price $3.85 


4097—Black velvet ankle strap, 
slide buckle. AA to C widths. 
Price $3.50 


7412—Brocaded velvet Dorsay 
pump. A, B, and C widths. 
Price $3.50 
a 
1968—‘“‘Kiki.”’ Floating patent 
ankle strap. 
1969—Same style in black velvet. 
1870—Same style in black ooze calf. 


All three numbers A, B, and 
C widths. Price $3.50 
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NOVELTY SHOE OO.) 


“TRUE TO ITS NAME” 
32 S. WELLS ST. CHICAGO 
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M.T. SHAW 
EDITORIAL 


Se Oe Me Hn Me Me Me se se ste 0% 
So-efo-efo-cfo-oSo-«8o-ofo-aho-a$o-cfo-08 


The New 
Wholesaler 
Who Serves 


HOE wholesaling has changed in detail, 
but not in principle. Those who imagine 
that the middleman has been eliminated 

from the system of shoe distribution will have 
to revise their opinions. The old slogan ot 
wholesalers in all the staple lines of merchan- 
dise was that the legitimate channel of trade 
flowed from the manufacturer to the whole- 
saler, from the wholesaler to the retailer, and 
from the retailer to the ultimate consumer. 

This idea is as sound today as it was years 
ago when huge jobbing houses operated in the 
big cities. Perhaps you remember -the day 
when great Corliss engines generated power for 
immense plants. Today there are smaller 
units, preferably electric, but steam or water 
power is back of them as before. It is thus 
with the making and distributing of merchan- 
dise. There are smaller units, but many more 
of them. 

The new wholesaler serves his immediate 
neighborhood... He is not situated in a big city 
hundreds of miles away. He has what his cus- 
tomers want when they want it. 

The liquidation and closing of big jobbing 
houses make a spectacular showing, but the 
opening of ten or twenty smaller, but more 
active, wholesale houses does not get into the 
public press. Bad news seems to be more 
suited to the front pages than good news 
which has to be explained and does not seem 
sensational. 

When one considers that the shoe manufac- 
turers who formerly made up their goods into 
72 or 36 pair cases now run two and three 
pair lots through the works there is little 
wonder that the wholesale branch of the in- 
dustry had to be changed to conform to modern 
conditions. 

Retailers should trade with the new whole- 
salers. They are live wires. 

Trade Builders are what the name implies. 
They spell success along the modern line we 
have indicated. 

Watch for the next editorial in the Boor anp 
SHOE RECORDER. 
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Imported English 
Aviator Boots 


In Stock 


Perfect fit 
lines are the characteristic 
features of these superior 














and graceful 


quality aviator boots. 


They have developed a 
large sale among service 
men who use them for in- 
formal wear, fatigue duty 


and polo 
B2781 — 17 high, 


finest quality, tan willow 


calf, full calf lined. 


inches 


4 $18.00 per pair. 


B27s1 


COLT-CROMWELL CO., INC. 
596 BROADWAY NEW YORK CITY 

















Work Shoe Specials 


Underpriced 
In-Stock 





Stock 
No. 201 (Nailed Shoes) Second grade Black Elk 


Uppers, Comp. Soles, Plain and Sport, 

ee We BP ie bs oe snwerdweewséscuees $2 15 
is GE Gait, Dr I Fi oso kg eehdrescnnses ° 
No. 1306 (Goodyear Sewed) Good quality Black 

Elk, ‘‘Uskide’’ Sport Soles, Dry Welt to 

SN gMNEANNgsS ch 4<eentjn wekves sees $2 45 
a I i, ie DTI 0 o's. 6'k sires scecccess Ad 
No. 1206 (Goodyear Welt) Best quality Black Elk, 


Double Leather Soles with ‘‘Uskide’’ 
Outers, Dry Welting around heel........ $3 00 
a, I SEN, TIE eo kn os + om x85 090 0 0%es ° 
Also few men’s black or tan Elk Scout Shoes. .81.60 
Prices NET F.O.B. Boston, 


Let us know your requirements on underpriced merchandise. 


J. A. KEMLER 


Under Priced 


108 Lincoln St., Boston 











Oct 
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oe WATCH New Lasts 
| New Patterns 
PECK 
New Methods 
CO E Peck salesmen are in the field with the smart- 
est young men’s shoes Peck ever made! 
VA They are also showing a complete new line of the 
e famous Sta-Smooth and Dr. Case Arch-Spring 
shoes, up-to-the-minute in style, and built to Peck 
standards. 
New York PECK SHOE CO. Boston 
Moin’ WORCESTER, MASS. = ‘° “9 St. 
) 
3 The 
) 
0 
There’s Pride in the Wearing 
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The Growing Girl is the 


most critical buyer who 
comes into your store. 


Are You Ready for Her? 






















Two Eyelet Ties 


Patent Vamp and quar- 
ter, black and white 
gingham calf saddle 
and tongue, kid-lined— 
French binding — cov- 
ered heel. 


Sizes 214 to 7 
No. 570 





The 
MIAMI 


One strap cutout patent 
leather—fancy perfora- 
tion, kid-lined, French 
binding — Leather or 


wood heel. 


Sizes 1144 to 7 





















































me FERRIS SHOE oe 


For over 50 years makers of wees Misses’ and Growing Girls’ Finest 





PHILADELPHIA 


Welt Factory at Philadelphia, Pa. Turn Factory at Cleveland, O. 
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wit you be able to show her styles that have been es- 
pecially created to meet her refreshingly youthful ideas? 
The stores that are beating last year’s figures every month 
are the ones with a Junior Department that has become a 
primary factor in the business—not just a side line for the 
women’s department. 


Such stores usually have Ferris shoes to show their customers 
because they interpret the advance styles on lasts that are 
built especially for the growing foot. Here are several of the 
newer models. 














The 
JANE 


One Eyelet Tie 


Patent Leather 104 cut- 
out fitted in gold thread 
kid linings, French 
binding. 
The 


Sizes 814 to 2 DANDY 


No. 80 
Tan Calf Vamp and 


quarter — stroller calf 
shield tip, foxing and 
eyelet stay. 


Sizes 1144 to 7 














tHe FERRIS SARE vo 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest 
Shoes 


PHILADELPHIA 


Welt Factory at Philadelphia, Pa. Turn Factory at Cleveland, O. 





























Get to Know 
the Facts 


Let Us Outline 
for You Our 
PROPOSITION 


“SLIPPERS” 


Quality, Style and Char- 
acter Merchandise at 
POPULAR PRICES 
that will produce FALL 
and HOLIDAY 
PROFITS. 


A STYLE FOR 
EVERY DEMAND 
IN 

LEATHERS 
SATINS 
WOOLSKINS 
and SUEDES 
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Komforts 


Kozy 


Providence 
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QUICK SERVICE 
IS ESSENTIAL 
ON 
“SLIPPERS” 


*16” INSTANT 
KOZY KOMFORT 
SERVICE 
STATIONS 
feature our complete 
SLIPPER LINES. 


Write TODAY for 
In Stock Folder and 


Our Proposition 


KOZY KOMFORT 


SHOE MFG. CO. 
1701 Richard Street 


Milwaukee, Wisconsin 


(acre 


Silver and Gold 
KID PASTE 


HIGHLY satisfactory dressing for renewing the 
finish and tarnished spots of silver and gold KID 


Gives a bright, beautiful finish. Easy to apply. 
Spreads smoothly. Clings to the leather. Repairs 
scratches and worn places. 

Two pieces of soft cloth for applying and polishing 
are contained in each package. 

You'll render your customers real service if you sell 


them Cinderella Kid Paste. 


Everett & Barron Co. 


Rhode Island 


“Restores Loveliness to Footwear” 

















Proven 
cealed 


The Prd 
Securely 
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The Seat of 
Foot Troubles 

The Longitudinal and 
Metatarsal arches 
withstand the strain 
of the body weight. 
When the muscles 
give way the bones 
sag and cause trouble- 
some pains and aches. 


The Secret of Proven 
Arch Comfort 
This arch of temp- 
ered spring steel 
holds both the Lon- 
gitudinal and Meta- 
tarsal arches in their 
Proper position at all 

times. 


Proven Arch Is Con- 
cealed Between the 


es 
The Proven Arch is 
Securely fastened be- 
nm the soles and 
is padded with piano 
felt that will never 
lump or loosen. 
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MAN-ABOUT-TOWN 


Makes Standing a Pleasure— 
Gives Proper Carriage 
and Poise 


| pa a pti customers appreciate the 
constant support afforded by this proven 
Arch Shoe. It makes a stroll down the 
avenue or standing at a reception or tea 
a pleasure because it keeps the bones and 
muscles of the feet in proper place, assists 
natural circulation and keeps the feet from 
tiring. Customers who have been troubled 
with their feet are made your friends for 
life once you have made it possible for 
them to swing along hour after hour with 
quick and easy step by inducing them to 
wear Proven Arch Shoes. 


Chiropodists and Foot Specialists all over 
the country recommend and _ prescribe 
Proven Arch Shoes. They will send many 
sufferers to you. Be prepared to take ad- 
vantage of this added source of profit. 


Do your customers and yourself a favor by 
selling them the first pair of Proven Arch 
Shoes. After the shoes have relieved the 
aches and pains in your customers’ feet, 
legs and back they will never be satisfied 
with any other kind. 


A Complete Line Is Carried 
Ready To Ship at all Seasons 


Magazine and Newspaper advertis- 
ing, combined with consumer lit- 
erature, have created a universal 
demand for Proven Arch Shoes. 
Profit from this demand in your 
territory by featuring a complete 
line in your store. 


Write for a Proven Arch Catalog. 


CERTIFIED SHOE 
CORPORATION 


Dept. 10, 1115 6th Street 
ROCKFORD, ILL. 














IMPORTANT 


NOTICE 
To the Trade 


ELCO 
SHANK STIFFENER 


(Underside view) 


On Tuesday, Sept. 13th, 1927, 
U. S. Patent No. 1,642,362 was 
granted to Elco Shoe Manufac- 
turers, Inc., for an improved shank 


stiffener. 


This covers the well known and im- 
proved Arch Fitting shoe construc- 
tion which has found great popular- 
ity in the trade and which has also 


been extensively copied. 


The trade is hereby notified that it 
is unlawful to manufacture or sell 
any shoes embodying this improved 
shank stiffener without the express 
permission or license of the Elco 
Shoe Manufacturers, Inc., and legal 
steps will be taken to enforce the 
exclusive rights of the Elco Shoe 
Manufacturers, Inc., in this con- 


struction. 


ELCO SHOE MANUFACTURERS, INC. 


73-81 Stone Avenue 
Brooklyn, N. Y. 


Makers of Ladies’ Fine Footwear 
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le OR JAMES — 
i 


Wh NUE 
SHOE 











 Seientifically, Constuscted. 
SCIENTIFIC FOOTWEAR FOR QUICK SHIPMENT 


Corrects and Prevents Foot Troubles 














8862—“Dr. JAMES 
8842—“Dr. JAMES DIAMOND-ARCH.” 
_ DiamMonp-ArcH.” Men’s Brown 
Men’s Black Kid, Welt, Half Rubber Heel, 
Kid, Welt, Half Rubber Heel, Doric Combination Last, Tip, 
Doric Combination Last, Tip, Diamond Special Blucher Ox- 
Diamond Special Blicher Ox- ford, 6-11, A and B; 5-11, C 
ford, 6-11, A and B; 5-11, $5.25 
$4. 


Cc 
oS SEP ee a reine 90 
rs SPECIAL 
: NATION 

















NARROW 
AT-HEEL 


Width Combinations 
on “Dr. James 


Diamond-Arch”’ Shoes. 


2862-—‘Dr. JAMES DIAMOND-ARcH.” Men’s Brown Kid, Welt, 2842—“Dr. JAMES DIAMOND-ARCH.” Men's Black Kid, |i elt, 
Half Rubber Heel, Doric Combination Last, Tip, Diamond Half Rubber Heel, Doric Combination Last, Tip, Diamona 
Special Blucher. Special Blucher. 
Regular Sises, 6-11, A and B; 5-11, C, D, and E $5.85 Regular Sizes, 6-11, A and B; 5-11, C, D, and E....$5.3) 
Large Sizes, 11%-12, A, B, C, D, and E 35.8 
upport styles—scientific footwear. It is a 


There’s a constantly increasing demand for Arch-S ; 
ur Dr. James Diamond-Arch Styles—made in 


demand you can supply to advantage from 0 : \ 5 
volume, priced closely, and carried in all sizes and widths—ready for quick shipment. 


Splendid Styles for Ladies Shown in Catalog No. 58 


Seles as 
Branch of I. S. Co. 
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Who’s Who on the Road 


The Salesmen Who Book the Best Business Use Tact 


HE OMER BEALS, Vice-President of 
The National Shoe Travelers’ As- 
sociation, writes the Recorder that the 
Indiana Association is already making 
arrangements for the big N. A. 
convention, which will be held in In- 
dianapolis in January, 1928. He re- 
ports that the boys who have been va- 
cationing during the past two months 
are now getting back into the harness 
again, and are making plans for a busy 
fall and winter season. 


OM D.. COL- 

LINS, one of 
the best known 
and best liked shoe 
travelers in the 
country, a member 
of the Chicago 
Shoe Travelers’ 
Association, and 
prior to that affil- 
iation, prominent- 
ly connected with 
the activities of 
the Southwestern 
Shoe Travelers’ 
Association, has 
joined the salesforce of Dodge Bros. 
Mr. Collins will cover the Middle West 
He will make his head- 
quarters at Chicago. Tom formerly 
traveled for the A. E. Little Co. He 
was at one time president of the South- 
western Shoe Travelers’ Association, 
and it was he who drafted, and pre- 
sented to the N. S. T. A. 1924 Boston 
Convention, held at the Hotel Somerset, 
the N. S. T. A. Code of Ethics, which 
had previously been ratified and 
adopted by the Southwestern Associ- 
ation. 


Tom. D. Collins 


for this house. 


T. LA PRELLE recently joined 
¢ the salesforce of the Conrad Shoe 
Co. of Brockton. He will cover the 
South exclusive of Virginia for this 
house. 


TBE Philadelphia Shoe Travelers’ 
Association started its fall and 
winter “get together” at a _ recent 
Saturday luncheon meeting at the 
Hotel Adelphia. There was a good at- 
tendance. President C. R. McClellan 
presided. President McClellan urged 
an increased membership. The next 
meeting will have added attractions 
in vaudeville and dancing. Those 
present expressed themselves as opti- 
mistic on the present and future busi- 
ness conditions in their territories. 


THE Chicago Shoe Travelers’ As- 
“sociation held the first meeting of 
its fall season at the La Salle Hotel, 
on Sept. 24, and another meeting on 
Oct. 3. This association is making a 
strong campaign for more members. 

G. Solomon, with headquarters at 
5 South Wells Street, Chicago, is the 
resident of this association; Charles 
L. Heilbrun is the secretary. 


By HELEN M. HANEY 


ERRY CROWLEY has rejoined the 

salesforce of the A. G. Walton Co. 
of Chelsea, and Lawrence, Mass. He 
will cover Illinois for this house, ex- 
clusive of Chicago, and has already 
started on his trip through his terri- 
tory. Mr. Crowley was a member of 
the A. G. Walton Co. organization 
some years ago, but left that connec- 
tion to conduct a retail shoe business 
in New England. He recently decided 
to return again to the shoe traveling 
profession. 


H. REVARE, formerly _sales- 

* manager for the Excelsior Shoe 

Co., is now with the Gerberich-Payne 
Shoe Co., Mount Joy, Pa. 





A TACT TALK 


: (From “The Mayer Merchandiser” — 


Published weekly and sent to the 
salesforce of the F. Mayer Shoe Co., 
Milwaukee, Wis.) 


The definition of the word 
TACT by Webster is: a nice dis- 
cernment and delicate skill in 
saying and doing exactly what is 
expedient or suitable in given 
circumstances. 

The six fundamentals of TACT 
are namely: 

1. Speak well of everybody or speak 
not at all. 

2. Avoid arguments. 

3. Don’t bring up debatable points or 
subjects. 

4. Make non-committal answers. 
Change the subject when a ques- 
tion is asked that is liable to lead 
to trouble. 


. Consider well the consequence of 
your taking sides or making state- 
ments before doing so. 


. Consider the effect of your words 
upon your audience before you 
utter them. 

Abraham Lincoln, a man uni- 
versally beloved, admired and al- 
most worshipped, had the _ in- 
stinctive tact of accomplishing 
almost the impossible due to the 
fact that he employed the six 
fundamentals as stated above. 
He always thought well before 
he spoke. 

TACT is the mortar that ce- 
ments the bricks of human asso- 
ciation firmly together. Without 
it; the structure of business 
crumbles at a careless touch. 
With it we build for life. 

Many and many an order has 
been lost because some salesman 
could not or would not use TACT. 
He put his pride first, lost his 
head, forgot his mission, lost his 
poise, lost a good order. He 
didn’t use TACT. You need or- 
ders, Forget false pride; think 
of only one thing—you must get 
that order. You must use TACT. 
Spread plenty of mortar. 














eg! J. DETERS has joined the 
salesforce of the J. W. Carter Co. 
of Nashville. Mr. Deters has long 
been a friend of Sales Manager Walter 
C. Roose, their acquaintance being 
formed when Mr. Deters was connected 
with the Newark Shoe Store manage- 
ment in Rochester and Mr. Roose was 
also engaged in the retail shoe business 
in the same city. He will cover New 
York and Pennsylvania for the J. W. 
Carter Co. 


W. JOHNSON 
* of Brockton, 
Mass., who covers 
the South from 
Washington, D. C., 
down through 
Dixie, for the Ex- 
celsior Shoe Co., 
Portsmouth, Ohio, 
has recently open- 
ed a very attrac- 
tive women’s and 
children’s shoe 
store in his home 
city, featuring 
Thompson’s_ Tidy 
Ties, and the Dr. George C. Davis 
Anti-Friction shoes, for which he has 
the exclusive sale in Brockton. He also 
features the “Boy Scout” line. Mr. 
Johnson’s store is managed by Frank 
Grinsell, who “knows the game,” having 
received his training in the exclusive, 
high-grade men’s shoe stores of J. L. 
Esart & Co., and Coes & Stodder, both 
of Boston. Mr. Johnson is a member 
of the Boston Shoe Travelers’ Associ- 
ation, and is also an associate member 
of the Southeastern Shoe Retailers’ As- 
sociation. He has a host of friends, 
not only in his territory, but also in his 
home city of Brockton, Mass. He is 
now covering his trade in North Caro- 
lina and the Virginias, and plans every 
two or three weeks to run back to 
Brockton to see how the new store in 
getting along. He reports that since 
he opened—Sept. 1—to date, he has 
been doing a splendid business and that 
his personal friends are all enrolling 
themselves as his permanent cus- 
tomers. He says that he was first im- 
pelled to open this because he felt that 
there was a demand for “The Boy 
Scout” shoe in his section. Mr. John- 
son believes that the four essentials of 
a successful shoe store’s service are— 
style, quality, fitting, and price—and 
that they are important in the order 
named. 


F. W. Johnson 


W. SKINNER of Columbus, 

* Ohio, who formerly carried the 
Pedigo-Weber Shoe Co.’s line of St. 
Louis, has joined the salesforce of the 
Selby Shoe Co. Mr. Skinner, with Ray 
V. Zartman, and other salesmen who 
have recently joined the salesforce of 
this house, have attended the shoe 
school of this company operated by the 
oa Co. at Portsmouth, Ohio.—U. T. 
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On and Off in Hash! 


~ Over te Shoe 


LUXURIOUS PROTECTION 
FOR WINTER WEAR~~ 
Light and lexible- 


LOOK FOR THE LABEL 


CA 


CAMBRIDGE RUBBER CO 
IN EVERY PAIR 


Se 


Gy, 


| MORE POPULAR THAN EVER ; 


for Graceful Desigrv 
and Gxclusive Quality 
Specify RAYNBOOTS by name 
DEMAND THE GENUINE 


LOOK FOR THE RAYNBOOT 
LABEL IN EVERY PAIR. 
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EZ WILLARD and Mrs. Hez Wil- 

lard are covering the State of 
New York by auto. Hez takes the 
orders for the Baker-Stewart-Jenkins 
Shoe Co. of Georgetown, Mass., and 
Mrs. Hez does the driving. During the 
past week of Sept. 25, they registered 
at the Onondaga Hotel, Syracuse, 
N. Y., and were “discovered” by their 
old friend, Charles Gibson, who says 
that Mr. Willard is “the same old Hez.” 


ACOB L. GERTZ, is the new man- 

ager of the Chicago District for the 
Hamilton Brown Shoe Co. comprising 
Cook County and parts of Du Page 
County. Mr. Gertz has been associated 
for the past six years with his brothers 
A. E. and Joe in the merchandising of 
St. Louis shoes. Prior to that, he was 
a buyer for one of the department 
stores in the suburbs of Milwaukee, 
later going to Chicago, where he took 
up his duties in the Atkins & Freund 
department store. Mr. Gertz has been 
in the industry from the time he was 
a very young man, when he had charge 
of a general store in Bark River, Wis. 


DWARD O’BRIEN represents 

Morris Bros. Shoe Mfg. Co. of 
Quincy, Ill., in Southern Illinois and 
St. Louis. 


OM H. KNOX, who sells Adams 

Bros. line in Chicago, has taken on 
another line, called “The Peek-A-Boo” 
soft soles, and small sizes, distributed 
by S. Freidburger & Son. Mr. Knox 
is one of the good workers for the 
Chicago Association. It is stated that 
he practically “runs” its Welfare Com- 
mittee. He understand shoemaking 
thoroughly, as well as shoe selling. In 
his “leisure” time Tom _ cultivates 
flowers, and quotes from the great 
poets and writers. 


7 = Peters Branch of the Inter- 
national Shoe Co. has prepared a 
splendid tribute to its Southwestern 

ansas representative, H. E. McBride, 
who died Aug. 6, last, as follows: 

“Those who were closely associated 
with Mr. McBride know he was a man 
of splendid qualities who built up a 
strong comer | with his associates 
and customers. He was a credit to him- 
self and to his house. The contact be- 
tween him and his customers will prove 
to them a pleasant remembrance.” 


ey interesting salesmen’s contest 
of the A. E. Nettleton Co. was re- 
cently brought to a “whirlwind” finish, 
after three months of renewed activity, 
resulted in the shoe travelers for this 
house” establishing a new record in 
August stock shipments. The “high- 
man” is John Burns, who made a sen- 
sation: | climb, starting in the “cellar” 
class, when the June 1 announcement 
of the standings of the various men 
was made. By July 1, Mr. Burns had 
moved into fourth place, and by Aug. 1, 
he had moved into third position. H. 
8. Garfield, who had been leading, al- 
though gaining over his previous mark, 
dropped just short of the lead by 14 
oints at the end of August. Mr. 
urns, 915 points were made, in part, 
by frequent trips which he took during 
he summer months to his nearby trade. 
Spence McGavock moved up to third 
Place, while the late Hiram Barie’s 
total of 727 points shows how splendid- 
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ly he had worked to hold his position 
as fourth from the top in the “First 
Section,” in spite of the time which 
has elapsed since his sudden passing. 
In the second section, Guy Rosenberger 
came very close to going ahead of 
Henry Bosworth. The latter, however, 
gained just enough points over his pre- 
vious total to hold his place. Rosen- 
berger gained nearly 200 points since 
the June 1 report and for a time looked 
as if he would overtake the lead which 
Bosworth has consistently possessed. 
Gordon gained 20 points and boosted 
his figures to a new high total. In the 
third division Hal Fairfield, aided by 
his southern trip, ran away with the 
lead, sending his points upward to 1370. 





The late Robert B. Emmet 


Robert B. Emmet of West Somerville, 
Mass., New England shoe representative 
for The Interstate Shoe Co., is dead. His 
death came ddenly of fy ia and 
other complications on the afternoon of 
September 24, at the Chandler Hospital, 
where he had been taken four days pre- 
viously. Mr. Emmet was taken ill with 
a nervous breakdown at Bridgeport, Con- 
necticut, a few days before his return 
home and later removal to the hospital. 
Acute indigestion and pneumonia de- 
veloped, but he appeared to be on the 
read to recovery and had chatted for 
several hours with each of his three sons 
only a short time before his death. With 
the exception of this last illness, Mr. 
Emmet had never complained that he was 
not enjoying the best of health. 


ALWAYS TRAVELED NEW ENGLAND 


Mr. Emmet was 60 years old. He was 
bern in Boston and began his shoe career 
immediately after his school days. He 
had always been connected with the re- 
tailing, wholesaling and manufacturing of 
footwear, and had always covered New 
England. He commenced his road career 
with the old firm of Batchelder & Lincoln, 
and later, he represented Winch Bros.; 
still later, A. M. Creighton, leaving 
Creighton for his most recent affiliation 
—The Interstate Shoe Co., with whom he 
had been connected for the past two 
years. 


A CONSCIENTIOUS WORKER 

Robert B. Emmet was one of the best 
known and best liked shoe travelers in 
the country. He was a salesman of ex- 
ceptional ability, a man of integrity, and 
a conscientious worker for the houses he 
represented. He leaves a wife, a daughter 
and three sons: Robert I, who represents 
the Watson Shoe Co.; Thomas, of the 
Publicity Department of Detroit, and 
Frank, Secretary and Treasurer of the 
Preparatory School of Georgetown Univer- 
sity, Washington, of which Mr. Emmet’s 
brother, Rev. Thomas A. Emmet, S. J., is 
Dean. The funeral took place on Sep- 
tember 27 from St. Clemens Church, 
Somerville, the Rev. Thomas A. Emmets, 
officiating. The pall bearers were: Peter 
Riley, formerly retail shoe merchant of 
New Bedford, Mass.; George L. Sloan, 
Mr. Emmet’s assistant, representing Inter- 
state Shoe Co.; James T. Powers, repre- 
sentative for Bridgewater Workers Co- 
operative Association; R. Boucher of 
Cushing & Boucher, New Bedford. Among 
the many floral tributes was one from 
the Boston Shoe Travelers’ Association. 
The last mamed association was repre- 
sented at the funeral by Secretary William 
Noll; the N. S. T. A. was represented by 
Secretary Thomas A. Delany. Mr. Emmet 
was a member of both these organiza- 
tions and was also an N. S. T. A. group 
life imsurance policy holder. He was 
buried in Holy Cross Cemetery, Malden, 
Mass. 
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WARREN MURRAY, of the Riley 
* Shoe Mfg. Co., Columbus, Ohio, has 
joined the “Hole in One Club,” famous 
among golfers. And for this, the men 
who met him in his favorite game will 
expect an extra handicap. It was at 
the Scioto Country Club that Mr. Mur- 
ray achieved this triumph of 30 years 
of golf. With one stroke he drove the 
ball a distance of 145 yards and sank 
it into the 17th hole on the “postage 
stamp” green, a small patch sur- 
rounded by sand traps and water haz- 
ards. This famous “ace” play was 
accomplished while Mr. Murray was 
playing in a foursome with T. D. Reilly, 
J. M. Ryan and Luther L. Boger. 


EORGE R. WOODFORD, new Pa- 
cific Coast representative for the 
Teeple Shoe Co., Waupun, Wis., left 
Chicago Sept. 14 with the spring line 
of this house. Mr. Woodford made his 
initial trip to the coast in July, accom- 
panied by J. F. Teeple. Both men were 
delighted with the reception given them 
by the hospitable Western buyers and 
more than pleased with business booked. 


ICTOR D. CHASE recently joined 

the Tober-Saifer Shoe Co.’s sales- 
force. He formerly represented the 
Novelty Shoe Co. He is now making 
Chicago and surrounding towns for his 
new connection. 


PRESIDENT KEITH’S message at 
the recently held Walk-Over sales 
convention was an inspiring one. He 
said that when retailers are selling 
they are also buying, and that they 
are selling now. He spoke of the 
strong and definite increase in the 
price of hides and skins and pointed 
out how this increase must be ab- 
sorbed by the consumer. By means 
of charts he showed graphically how 
the world’s supply of hides has 
dwindled to nominal and how prices 
have increased in proportion. He then 
showed that if prices of hides continue 
to go up nothing can prevent further 
increases in the price of: shoes. Mr. 
Keith said that the strong position of 
the Keith company as a result of wise 
buying enables the company to work 
with its retail merchants and keep its 
increases moderate. He paid a fine 
tribute to Vice-President Leach, now in 
Europe, calling him a “tower of 
strength to the company.” 


HE Walk-Over salesmen’s roster is 

as follows: C. N. Alexander, E. 
W. Baker, Horace N. Baker, Charles 
A. Benjamin, I. F. Briggs, C. W. Burt, 
E. F. Callahan, E. D. Carr, H. R. Chur- 
buck, John W. Condon, J. Joseph Con- 
don, A. R. Corayer, P. E. Cushman, Eric 
Harnesk, H. A. Holtzer, H. H. Hough, 
C. T. Hudson, R. E. Jackson, Lewis 
Jones, H. N. Keene, C. H. Keith, R. H. 
Launder, H. E. Mackinnon, Harry Mc- 
Clelland, Jr., J. D. McRobbie, R. B. 
Mandall, T. F. Mendall, M. H. Pin- 
gree, W. D. Pitcher, C. J. Porter, L. 
W. Randall, F. B. Riddleberger, H. C. 
Sandstrom, Mose Smith, D. B. Stover, 
H. A. Stubbins, C. L. Taber, Frank 
Tilt, F. W. Townsend, W. E. Vawter, 
F. R. Wall, Elmer L. White, Roger E. 
White, O. R. Smith, S. Wilson Smith, 
and E. C. Winters. 


Ideas have to be hitched as well as 
hatched.—B. C. Forbes. 
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Fleurene 


14/8 covered Cuban heel. 
R1914x—Patent leather 


Our one-stra ye are sure 


209 combination » last. Cove’ 
heel. 


Mercedes 





R1915—Black Satin ....... 


R1957—Black glazed kid.. 
R1972—Burnt Oak tan kid. 86.50 


A beautiful cut-out tongueless, as 


16/8 full-breasted Louis heel. 


R1968—Patent leather ....86.00 





This step-in will cling to the slender- 
est of heels. 309 combination last 


. 85.75 
5.75 





fitters, in 


AAAA width as well as — width. 
ed Cuban 





- 85.75 





yore te TER) 
ARCH. PTE 


5,999 Reasons Why 
Wilbur Coon Shoes Excel 





There are 5999 stores that feature 
Wilbur Coon’s Shoes—that find in 
the name of Wilbur Coon a wonder- 
ful tie-up for a business that just nat- 
urally grows and grows—and is as 
sure of good profits and satisfied 
customers as that the sun will rise 
tomorrow. 


The first customer placed his order 
in 1912. He recognized many rea- 
sons, as do 5998 others. 


Send for In-Stock Patricia 
Catalog 





A smart cut-out tongueless oxford. 
309 combination last. 14/8 covered 

b Cuban heel. 
— R1955—Black Ooze calf... .$6.25 


37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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YOursizes) 


TRADE MARK 


Wilbur Coon Shoes 
Sell Out to the Last Pair 


In strictly “style shoes” you do not 
start making profits until you sell 30 
pairs out of a 36-case lot. How often 
do you sell the last six pairs—at full 
price? 


There’s a profit in every pair of 


Wilbur Coon Shoes. They sell out 


to the very last pair—and there is 
never a sacrifice of profits. No re- 


turned merchandise. No “dead 
stock” to go on the bargain table. 


NEVER! 


M d 
wreress We help you merchandise 


these shoes. 


MGonG 


Wonderful fitting, particularly on 
hard to fit e 209 combinatio 
last 14/8 


R1958—Patent leather 


covered Cuban hee 


Fleurene 


r front gore step-ins will cling te 
feet on which other shoes gape. 309 
last, covered Cuban heel 

R1913x—Black Glazed kid. .85.75 
R1916x—Burnt Oak tan kid. 6.50 


Patricia 


You could not ask for anything 
better fitting than this smart cut-out 


+3 the nish arched slim heel foot. : : — 
a) combination last. 16/8 full ongueless oxford. 
breasted Louis heel. . Se — 3 — ae last. 14/8 covered 
Cuban hee). 
B1929x—Patent leather ...85.75 


$6.00 


37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 


B19233x—Black Glazed kid.. 5.75 
B1953x—Burnt Oak tan kid 6.50 
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ROCHESTER 


SHOES 


The “CLARE” Pump 
In Stock 


in Cuban, Spanish and Spike Heels 


The “Clare” Is Acclaimed by Foremost 
Merchants in the Country as Their Best 
Fitting Pump! 

Stocked in Black Patent, Satin, Velvet, 
Moire, also in Brown Velvet, Silver Kid 
and White Satin! 


Leathers and Materials 


(22/8 Spike Heel) 
B572—Pat. Leather 
B573—Black Satin 
B265—Black Suede 
B618—Black Velvet 
B279—Black Moire 
B266—Brown Velvet 
B224—White Satin 
B289—Silver Kid 
(15/8 Cuban Heel) 
B212—Black Velvet 
B230—Black Satin ; 
B232—Patent ; Net 30 Days 














(15/8 Spanish Heel) 
B226—White Satin , pan Ae conte per pair ad- 
B285—Silver «Kid ~ ——_e 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMEN New Ensiand Office: 
raper Hot 
Heary Hetel Rochester, N. Y., U. S. A. Northampton, Mass 
WwW. A. BARNEY ELLIOTT LA MONTAGNE 
New York Office: 846 Marbridge Bidg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H, 8. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT me 
Detroit Office: Book Cadillac Hotel tp 
VEY S 


Chicago Office: Majestic Hotel 
FF. J. SATEK H. P. CAL —_ 


Makers of Menihan Arch-Aid Shoe. Y 
Write for Agency Proposition. J} (/ 


Send for Catalogue of Other Styles in Stock 
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Dayton Merchants Issue Shopping 
News and Are Barred from Papers 


Both Sides Stand Firm in 
Fight Precipitated When 
Advertising Is Refused 


DayTON, OHIO (UTPS)—Shoe deal- 
ers in all sections of the country and 
especially in Ohio have been deeply in- 
terested in the newspaper-merchant 
fight going on in Dayton, in which sev- 
eral shoe dealers are vitally involved. 
The fight started early in September 
when the three local newspapers, viz: 
the News, Journal and Herald refused 
to accept advertising copy from the 
Rike-Kumler Co., large department 
store, because it was the leading spon- 
sor of the “Dayton Shopping News,” 
a publication to be issued by a number 
of Dayton merchants in all lines of re- 
tailing. 

The preparations for publishing the 
Dayton Shopping News Weekly, con- 
sisting of 12 pages had been actively 
going on when the fight was precipi- 
tated by the refusal of the newspapers 
to accept the Rike-Kumler copy. Im- 
mediately 15 other merchants got be- 
hind the Rike-Kumler Co., and an- 
nounced they would not advertise in 
the three papers until the ban was 
raised. This hastened the issuance of 
the “Dayton Shopping News,” the first 
issue of which appeared Sept. 24. This 
is not a newspaper, but contained the 
announcements and advertisements of 
the leading merchants as to special of- 
ferings of merchandise. Included in 
the list of merchants are the Kehm 
Walk-Over Store and several other 
boot and shoe dealers of considerable 
prominence. 

The merchants announced that the 
initiation of the Shopping News in no 
way would cause them to reduce their 
lineage of advertising space in the 
papers, but the managers of the news- 
papers took the bull, by the horns, so 
to speak, and brought on the conflict. 
Both sides are standing firm and the 
outcome is being watched with great 
interest. The Dayton Chamber of Com- 
merce has been appealed to but has 
kept hands off the fight. 

Several issues of the “Dayton Shop- 
ping News” have been issued and most 
of the stores report no loss in trade. 


Increase Capitalization 


Houston, Tex. (UTPS)—Krupp & 
Tuffly, Inc., has amended its charter to 
Increase the capital stock of the com- 
pany from $100,000 to $150,000 and ex- 
tend the number of years from 30 to 50. 

While no announcement is made 








Fits a Midget 


When Jim Craig, manager of 
the women’s shoe department at 
Keely’s, Atlanta, Ga., ordered 
some miniature shoes from the 
Joseph Starr Company, Brooklyn, 
he had in mind using them for 
display purposes only. Much to 
his surprise a couple of weeks 
ago, he sold two pairs of these 
shoes, which are comparable to 
size 8B, children’s scale, to Mada- 
moiselle Jennie Reynolds, 32 
pounds, 29 inches high, who is 
one of the side show attractions 
with the Robinson Circus. Mlle. 
Reynolds was in Atlanta with the 
circus and a friend told her of 
the midget sized shoes at Keely’s. 
A visit to the store revealed the 
fact that the shoes were a per- 
fect fit for the miniature lady. 
One pair was blue kid, while the 
other was black kid. 











definitely, it is understood that Krupp 
& Tuffly has leased the corner location 
at Main and Walker Streets from Jesse 
H. Jones, who plans to construct a 
building on the property. 


Capitalized Prize Fight 


Cuicaco, Itt. (UTPS)—Eager shop- 
pers thronged the walk in front of the 
Walk-Over State Street store last 
week, in an effort to acquire a closer 
view of their windows. The manage- 
ment had very cleverly taken advan- 
tage of the Tunney-Dempsey fight 
staged in this ay 4 and of the Beauty 
Pageant recently held at Atlantic City. 

The window reserved for men’s shoes 
contained a large sized photograph of 
Soldiers’ Field, the records of both 
pugilists attached to either side of the 
photo, and a large silhouette of Tunney 
standing in the foreground. That one 
adapted to women’s shoes was draped 
with a photograph of the beauty con- 
testants and a silhouette of the winner. 
Miss Illinois. 


Henning Shop Moving 

NEw York, N. Y.—Preparatory to 
moving from the present location at 
575 Madison Avenue, to its new shop 
at 24 East Fifty-sixth Street, the Hen- 
ning Boot Shop is holding a clearance 
sale. The new store will be ready 
about Nov. 1, it is reported, and is 
being fitted up in the Continental man- 
ner. 





Retail Shoe Trade Shows 


Improvement in St. Louis 


St. Louis—Business in the retail 
shoe district has shown some improve- 
ment during the past week. The cool 
weather continues to be helpful and 
more zest is being displayed in the buy- 
ing. September in practically all 
stores will not equal the volume at- 
tained last year. This decrease for 
the most part is the result of the hot 
spell early in the month which retarded 
business considerably. The last ten 
days, however, brought the figures 
higher and it is reported that the loss 
will not be severe. 

Patent leather in the style field re- 
mains unchallenged although there is 
some difference observed in the percent- 
age of the shiny material. It is not 
so overwhelmingly superior to every- 
thing as was the case a few weeks 
ago. At present it is reported at 60 
per cent of the sales. Black suede, 
which is forging to the front, has cut 
in to some slight extent and reports 
in a number of stores are to the effect 
that a betterment is looked for in this 
material. Black satin has also shown 
some increase. Most operators look for 
satin to be only fair. No switch is 
anticipated to this material from 
patent leather. 

Brown suede is becoming more pro- 
nounced, it was revealed in several 
stores. Few have played brown suede, 
although a number of merchants men- 
tioned they had them on order. Eve- 
ning slippers have been unusually 
strong during the week. This activity 
is the direct result of preparation for 
the Veiled Prophets Ball which is the 
opening of the social season in St. 
Louis. Unquestionably, this is the 
smartest gathering of the year. Silver 
kid seems to be the favorite in the 
selection of evening slippers. A num- 
ber of ornaments were .reported sold 
during the week. Some gold brocade 
was also mentioned as being active. 


Ditson with Everetts 


Des MOoINEs, Iowa (UTPS)—Ever- 
etts, who will soon open their new de- 
partment store in the Marks Building, 
corner Locust and Eighth Streets, an- 
nounce that they have secured the ser- 
vices of L. A. Ditson of Mason City, 
Iowa, to manage the shoe department. 

Mr. Ditson has been a shoe dealer 
and department manager for twenty- 
five years, which includes _ several 
years with the T. S. Martin Company 
at Sioux City, Iowa, and the Burgess- 
Nash Company at Omaha, Neb. Lately, 
he has been operating stores in Fort 
Dodge and Mason City. 

There will be two shoe departments 
in the new store, one on the second 
floor for better grades and one in the 
basement for the lesser priced. Mr. 
Ditson will have charge of both divi- 
sions. 

















| their shoes fit 


| | OU can look forward confidently to 

| substantial sales increase when you 
{ take advantage of Gibbon Tred-Prints 

| —the most constructive contribution to 
i shoe merchandising in years. With this 
| powerful selling aid—and the outstand- 
ing quality and value of Insured Arch 
Shoes—you are bound to make worth- 
while gains. 


A Scientific Method 
of Charting Foot Ills 





Yourcustomer makes—in herown home 
—an accurate photographic record of 
the shape and condition of her feet, 
clearly revealing any ailments. You are 
enabled to give her shoes that exactly 
) meet her individual needs. The result- 
i] ing comfort means good will and re- 
peat business. 








i Thirty Styles in Stock 









A New Fancy Oxford 





our customers want 
1s method of making sure 


GIBBON TRED-PRINTS 
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ARCH SHOES 


4 Shey move readily 
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C. S. GIBBON COMPANY 


50 North 4th Street 
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Anybody can 
make Tred- Prints 


Customer stands with her 
bare feet on sheet of photo- 
graphic paper in sunlight. 
After about two minutes, 
paper is immersed in cold 
water whereupon an accur- 
ate chart of the bearing 
points of her soles appears. 










Remember! Tred- Prints 
are patented and can be 
used only with Gibbon 
Insured Arch Shoes. 





Write Today 
for the 
Tred-Print 
proposition 
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Krupp & Tuffly Stage 
Window Fashion Shows 


Houston, Tex. (UTPS)—Through 
contact with designers of international 
repute Krupp & Tuffly Inc., last week 
inaugurated a miniature shoe and 
hosiery fashion review in their shoe 
windows. The first of the series of 
exhibits was the “Spirit of Youth,” 
featuring shoes for youthful types. 
The series will be continued until prac- 
tically all types of footwear offered by 
the company are exhibited. 

The inauguration of the fashion re- 
view by Krupp & Tuffly has caused a 
great deal of favorable comment, Mike 
Murphy, advertising manager for the 
concern said. 

A new material is receiving much 
praise, the store said. It is called 
“metal tone silk kid” and is available 
in gunmetai and bronze tones. 

L. F. Tuffly, vice-president of the 
company, said that while the step-in 
type in black material took the spot- 
light in the early fall, colors will gain 
popularity with the coming of cooler 
weather. Oxfords are slated for their 
greatest season, Mr. Tuffly said. They 
are offered by the Krupp and Tuffly 
store in many materials and widely 
varying patterns. Fashion has again 
smiled on pumps, Mr. Tuffly said, -es- 
pecially of the regent and D’Orsay 
style. Ornaments of rhinestone and 
imposing Parisian cut-steel buckles 
are popular and give slippers the 
dressy air hard to accomplish in any 
other way, Mr. Tuffly declared. 

F. M. Schuetze, buyer of hosiery for 
Krupp & Tuffly, predicts the metal and 
tan tones will dominate the colors for 
fall. Under those heads the Krupp and 
Tuffly buyer lists gunmetal, manon, 
rose beige, rifle, French biege, even- 
glow and bronze nude. These will be 
in sheer chiffon, the buyer said. 


Unusual Display Window 


PITTSBURGH, Pa. (UTPS)—Display- 
ing the latest models in women’s foot- 
wear, the Joseph Horne Company has 
been using one of the most unique and 
most attractive windows yet attempted 


re. 

The background is done in black, 
with two white candelabra while the 
floor is carpeted in gray. Shoes are 
displayed in small box-like compart- 
ments resting on built-up black pillars. 
The boxes, which are dark green with 


a white interior, are lighted from 
within and bring the shoes contained 
into great prominence. 

Some of the individual display spaces 
have two and three shelves, varying in 
size accordingly, and contain a number 
of pairs also determined by the number 
of shelves. The effect is striking and 
draws crowds, and is causing no little 
comment. 


Add Women’s Shoe Dept. 


Houston, Tex. (U TPS) —Mc- 
Creary’s has added a women’s shoe 
department to its establishment at 409 
Main Street. The new department 
featured latest models at prices rang- 
ing from $5 to $7.50 during the formal 
opening days of the new department. 
Music was furnished and souvenirs 
were given on the opening day. 





Reptiles in 150 Different Articles 


Pe 


The possibilities of reptile skins 
are shown in these 150 items, made 








of Alpina reptile leather and exhibited last week 

in the window of the I. Miller store in Philadelphia. 

This week the exhibit, worth $5,000, according to F. Hecht, of F. Hecht & Co., 

American distributors for Alpina, is being shown at the Nieman-Marcus Shop, 
Dallas, Tex. 








Baltimore Sun Analyzes 
Shoes in an Editorial 


BALTIMORE, Mp. (UTPS)—An inter- 
esting editorial on “Shoes” in the Bal- 
timore Evening Sun brings out the im- 
portance of shoes and infers that shoes 
make the man and not clothes. It was 
as follows: 

“Shoes may be divided into two 
kinds, old and new. The period in 
which shoes are neither old nor new is 
too brief to deserve attention. New 
shoes look new and they hurt. Old 
shoes look old and they don’t hurt. New 
shoes are expensive because of the 
leather that goes into them. Old shoes 
are expensive because of the leather 
that goes out of them. 

“An ancient belief holds that the 
throwing of an old shoe after a newly 
married pair has an influence on the 
creation of a family. The relation be- 
tween children and old shoes seems far- 
fetched until you have had a few chil- 
dren. Shoes are classified as high and 
low, but this unfortunately does not 
refer to the price. 

“Shoes may be blonde or brunette. 
In recent years the evidence shows 
that gentlemen prefer blondes. A slip- 
per is a shoe with social aspirations. 
Wielded by a parent, on the other hand, 
it may be evidence of anti-social ex- 
asperations. It is a tribute to man’s 
ingenuity that what is designed to pro- 
tect the feet is here employed to safe- 
guard the palm of the hand. 

“A boot, in high society, is a shoe 
with Anglo-mania. Among the lower 
orders it is regarded as a convenient 
weapon to kick with. That perhaps is 
why the boot has become the symbol of 
tragedy. A moccasin is a shoe gone na- 
tive. A galosh is a shoe given to sen- 
timentality. It doesn’t mind slush. 
High heels are a puzzling contradic- 
tion; for on the one hand they have too 
much to do with the uplift, and on the 
other nothing at all. In fact, accord- 
ing to Puritan precept, the higher the 
heels the lower the morals. 

“Shoes are built to last, but do not. 
They have tongues, but do not use them 
for talking. If they speak, it is from 





the sole. The instep is the part which 
never touches the ground. 

“Look at a man’s shoes and you can 
tell what he is. Look a little closer 
and you may tell what he is worth.” 


Tom Lloyd Talks 
for Shoe Trade 


RACINE, Wis.— Tom Lloyd, one of 
the owners of the Walk-Over Boot 
Shop on Main Street, here, did some 
good work in getting publicity for the 
shoe business in connection with the 
recent carnival held in celebration of 
the new lighting system which has 
been installed in the downtown section. 

As one of the leading shoe mer- 
chants of the city, he was interviewed 
by one of the local newspapers and 
gave a good story about the shoe busi- 
ness, the trend of styles for Fall, and 
the rise in prices. 

“The reptile leathers will be very 
much favored this Fall,” Mr. Lloyd 
believes, “and shoes made from the 
skins of lizards, alligators and snakes 
are ultra fashionable. Ties, straps and 
pumps are the types to be most fa- 
vored by women, in his opinion, while 
men will show a preference for 
broguish types with heavy soles, broad 
toes, and grained leather. 

Regarding the advance in prices, Mr. 
Lloyd gave as his opinion that the ad- 
vances are being brought about by in- 
creasing prices of leather. 

“In 1890 the population of the coun- 
try was 53,000,000,” said Mr. Lloyd, 
“and there were 65,000,000 head of 
cattle. In 1926 the population had 
jumped to 117,000,000 with the number 
of head of cattle decreasing to 61,000,- 
000. The number of hides on hand in 
1921 were 7,441,000 and in 1927 they 
totaled 3,160,000. Small packers’ hides 
were $13 on Jan. 1 and in July they 
advanced in price to $23.” ; 

Mr. Lloyd has been in the shoe busi- 
ness here since 1911 and was sole 
owner of the store until 1925. He re- 
tired from the business for a short 
while but came back to it again this 
year as a partner with Carl F. Bufka. 
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Sherwood hoes 


SEVERAL STANDARD 
STYLES IN STOCK 


SOON 
























Two recent windows showing 
Sherwood Shoes exclusively. 
By the Palmer Boot Shop, 
State Street, Chicago. 























P RETTY good evidence of what 
merchants who know think of our 
footwear. 


Why don’t you also feature Beauty- 
Arch and Dr. Darling shoes? ~° 


They are good, salable and profitable. 


SHERWOOD SHOE CO., Inc. 


Rochester, N. Y. 


NEW YORK CIT PHILADELPHIA, PA NVER, COLA. 

R. F. Schneider, 907 se Bldg. W. F. Schoell, 119 So. ‘4th Street W. B. Menutt 218 Charles Bidg. 
LOS ANGELES PITTSBURGH, PA. 

G. C. McAtee, 706 Forrester Bidg. Harry Waldron, Hotel Henry) 
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Boston Stores Selling 
Chiefly Brown and Black 


Boston, Mass. — The retail shoe 
stores of the city are showing browns 
and blacks in reptiles, in calf, kids, 
suedes, patent leather, and black satin. 
There are many attractive blue shoes 
featured, and many browns. As one 
prominent merchant said _ recently: 
“September and October are usually two 
exceptionally good brown months; I 
do not think that the buying trend 
will vary much this year. These 
months are also exceptionally good 
suede leather months. I look for the 
light colors to.come in more strongly 
than many expect, perhaps they will 
be in good demand by the first of Jan- 
uary. Already, many of the young wo- 
men who come to my department ask 
for something different from black. 
Tans are exceptionally popular, as they 
are the correct complement of the new 
blues in hats and gowns; they can also 
be worn harmoniously with the new 
greens.” 

Black suede and gun metal; black 
suede and patent leather, and patent 
leather with lizard, in straps, are at- 
tractively featured. Suede leather 
handbags in blacks and browns, to 
match the new shoes, and sheer chiffon 
hosiery in the new light fall shades, are 
being bought in good volume. Children’s 
shoes, with broad straps and buckles, 
are being bought for the youngster of 
six or seven. There are also many ox- 
fords. Misses and growing girls are 
buying several pairs of shoes. as part 
of their school wardrobe; these almost 
always include a pump style, either 
plain, or with scalloped top. 

Business in general in the shoe stores 
and shoe departments of the city are 
reported as good. The improvement in 
the weather has improved trade, and 
leading merchants report that they ex- 
pect to do a satisfactory fall and winter 
gaiter business. Some of the stores re- 
port an interest in the long gaiters, and 
state that with the increasing tendency 
toward sport attire, there will un- 
doubtedly be a good business on the long 
gaiters for cool, crisp days of the fall 
just ahead. 


Hidden Stock in Toledo 
Remodeled Department 


ToLepo, OHIO (UTPS) — Extensive 
alteration is under way in the shoe 
department of The LaSalle & Koch 
Co. About three or four times the 
present second floor space will be given 
over to this department, which will be 
opened up about Oct. 10. The arrange- 
ment calls for hidden stock with pan- 
elled effect throughout. All new fix- 
tures and elaborate mirror sections 
are being installed. This will be a 
highly specialized department with va- 
rious style, price and age divisions. 
One section will be devoted to ladies’ 
high om shoes, another to the lower 
priced merchandise, one to the chil- 
dren’s department, and others to the 
hosiery, buckle and boudoir displays. 
The new department will be a most 
pretentious one of spacious, luxurious 
and efficient design. H. G. Taylor is 
manager and buyer of the LaSalle & 
Koch. shoe department. 





Harvey Opens New Store 


PLAINVIEW, TEX. (UTPS)—A new 
store has been opened here by Sam 
Harvey of Lubbock, Tex. The new es- 
tablishment is located at 625 Broad- 
way. The formal opening of the store 
was featured by a musical program 
which drew many of the women of the 
city to the establishment. A complete 
line of shoes is being carried by Mr. 
Harvey. 


Rhode Island Merchants 
Indorse Men’s Campaign 


PROVIDENCE, R. I.—In a special meet- 
ing here on Tuesday, Sept. 27, members 
of the Rhode Island Shoe Retailers’ 
Association listened to an address by 
Lester H. Gibson, member of the Ways 
and Means Committee of the National 
Shoe Retailers’ Association in charge 
of the national advertising campaign. 
Mr. Gibson substituted for Chairman 
Donald W. Bolt, who was in the West 
in the interests of the campaigh. Frank 
E. Ballou, prominent Providence re- 
tailer merchant, who is chairman of 
the Rhode Island division in the drive, 
introduced the speaker. 

After Mr. Gibson had presented the 
plan to increase men’s shoe consump- 
tion in detail, the dealers present in- 
dorsed the plan, many to the extent of 
attending to the matter of arranging 
for participation that evening. 

Meetings in behalf of the campaign 
were held last week in Philadelphia 
and Rochester. Chairman Bolt was 
the principal speaker at each of these 
gatherings and was given an enthusias- 
tic reception. 
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STETSON SHOES 
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STETSON 
SNAPPY ‘TIES 
of CAUSKIN 
_ TheNew 
Miss-Annabelle 


in Block or Brown 


CTETSON SHOPS 
S East 42nd Street, at 5th Ave 
at 45th, Hotel Astor 


143 Broadway, of Libe, 
15 West 42nd St, at Sth Ave, (~ad Tower Blog 
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Sixteen colleges make a border for 
this unique ad by the Stetson Shops, 
New York 





Parlor Shoe Department 
in Newman Establishment 


CEDAR RapPips, Iowa (UTPS)—The 
new Newman shoe section embodies 
another novel feature. Instead of the 
old “elbow to elbow” fitting benches, 
the show room is arranged with indi- 
vidual chairs in the form of a parlor, 
with over $2,200 worth of Persian rugs 
upon the floors. In the opinion of 
H. W. Mambert, manager of the new 
department, this arrangement is a 
positive sales builder, for Mr. Mam- 
bert says, “It is now possible for the 
salesman to hold private conversation 
with a customer; thus the salesperson 
may inform a patron that a certain pair 
of shoes is $15 without a nearby six 
dollar prospect overhearing the remark 
and leaving the store believing the 
prices of the establishment to be be- 
yond his means.” 

Only nationally known brands of 
footwear compose the stock of New- 
man’s latest department. Buster 
Brown shoes for children and Simplex 
shoes for boys are carried. In wo- 
men’s styles the store displays Selby 
Arch Preserver shoes, Strassberger- 
Stiles, Peacocks and C. P. Fords, 
while men may be fitted with Nettle- 
tons or W. L. Douglas brands. 


Ellis Remodeling Store 


CAMDEN, N. J. (UTPS)—One of 
Camden’s most popular shoe stores is 
undergoing extensive alterations in 
preparation for the late Fall and 
Christmas trade. It is that of S. Ellis, 
at 515 Broadway, a landmark in this 
city for over thirty years. 

Mr. Ellis, in seeking to clear his 
shelves of old stock that he may start 
anew in his modernized building, is 
holding a “Remodeling Sale.” In this 
way, he has averted the usual slack 
business while a store is in the un- 
avoidable disorder while workmen are 
engaged. 


New Van Deventer Shop 


PITTSBURGH, Pa. (UTPS)—The 
third store of the Van Deventer Shoe 
Company, featuring Florsheim shoes 
for men, will open in the new Loew’s 
United Artists’ Penn Theater, on 
Oct. 1. 

The new store is finished in walnut 
throughout and is equipped with small 
individual chairs in order that they will 
occupy the minimum of space and leave 
the maximum of free space without de- 
tracting from the general effect. 

According to B. H. Rose, in charge 
of all Pittsburgh stores as general 
manager, it has not been decided as 
yet who shall manage the new shop. 
The store is the third to be opened in 
four years. 


New Shoe Stores 


“The Bootery,” Y. M. C. A. Build- 
ing, Punxsutawney, Pa. 

Johnson’s Boot Shop, 25 West Elm 
Street, Brockton, Mass. 

R. Slavin 1018 Lincolnway, LaPorte, 
Ind., shoe department. 

Turner & White, Summerford Bldg., 
Marion, Ala., shoe department. 

Carl F. Meyer, Oklahoma City, 
Okla., to open Oct. 15. 
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Reg. U. S. Pat. Off. 


Made to Order Only 


> FOUR TO FIVE WEEKS 
DELIVERY 


LEOLA—The tailored mode is expressed by 
Lampe in this distinctive Saddle Brown Calf 
Oxford over our new 100 last with square toe 
and 15/8 Box Heel. The “Leola” may also 
be ordered in black patent and all reptilian 
leathers on our 1300 and 200 lasts with high 
spike heel. 


Wala! LAMPIE SIO CO. 


_ST. ta sia 


) Manufa turers 
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Good Advice 


will save money for you on your 
next visit to New York. The pop- 
ular Hotel Martinique offers clean, 
comfortable, well appointed ac- 
commodations at rates as low as 


$2.50 per day 


Once you have enjoyed the splen- 
did food—perfect service and ex- 
ceptional economy of this modern 


New York 


hotel, you'll always be—like 
thousands of others—a welcome 
guest at the Martinique. Stop in 
—we’ll be glad to see you. 


A. E. SINGLETON, Res. Mgr. 
The BEST without extravagance. 
HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 


BROADWAY, 32nd to 33rd STREETS 
NEW YORK CITY 











ORNAMENTS 


RHINESTONE 
BUCKLES 


GENUINE 


SMALL RHINE- 
STONE CLASPS. 


IMITATION 
CUT STEELS, ETC. 


LEATHER BOWS 


Write for New Complete Illustrated Catalogue 


LINCOLN STORE SUPPLIES COMPANY 


1508 Washington Ave. ST. LOUIS, MO. 
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NO EQUAL DAINTY 
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THE BETTER CLASS CLEAN 


SOCK COMFORTABLE 


LINING SANITARY 
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RESPRO INC. Providence, R.I. 
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THE LAND OF THE MIDNIGHT SUN 


Where for six months of the year the sun never sets 


Te sun has never set on the superiority of VULCO-UNIT 
BOX TOES since their first introduction to the Shoe Trade. 
The present-day. popularity and general use of VULCO-UNIT BOX TOES 


is because shoe manufacturers everywhere have come to know that 
VULCO-UNIT BOX TOES are thoroughly dependable in every way. 


<<) (> 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the World 
111 SUMMER STREET BOSTON 


pringmeier, Cincinnati Oscar F. Wright Co., St. Louis 
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Conservative Shoes Sell 
In Cincinnati Stores 


Shoe retailers here report business 
to be pretty good in spite of the in- 
tense heat which has prevailed here 
recently, with the thermometer 
registering from 89 degrees on the 
coolest day to 95 on the hottest. Ac- 
cording to reports, the more conserva- 
tive shoes are the best movers and are 
expected to remain good through winter. 
Black patent continues well in the 
lead; brown and black suede and patent 
and suede combinations are good; gun 
metal kid is moving well; brown and 
black calf are receiving attention; satin 
is going to a certain extent and indi- 
cations point to a strong season on 
shoes made of this material. 

New pencil blue is moving well for 
the Irwin Company Shoe Department, 
according to Manager H. E. Morisse. 
A neat pattern in the $15 class which 
is making the most noticeable move, Mr. 
Morisse said, is a 3-eyelet tie of ox- 
ford proportions with gun metal kid 
back and lizard vamp. Black patent 
in all grades is leading sales for the 
Irwin company and brown and black 
suedes are becoming more popular every 
day. Satins have started moving well, 
Mr. Morisse said, and are expected to 
be very strong as the season advances. 
The Irwin Company features 13/8 to 
18/8 heels, but carries all types in stock 
up to the extreme 3 in. heel in each 
grade of shoes. Mr. Morisse does not 
expect business to be very good until 
cooler weather starts in but anticipates 
a rushing business through winter. 

The John Shillito Company is ex- 
periencing a steady flow of business de- 
spite the hot weather, E. Held, Shoe 
Department Manager reports. Plain 
shoes are moving best, Mr. Held said 
and the largest single seller for them 
is the one strap pattern in patent. The 
brown family will be good all winter, 
Mr. Held thinks, and as the season 
reaches maturity lizard and alligator 
will be very strong, especially in the 
$10 to $15 class. 14/8 Cuban heels are 
predominating, Mr. Held said, but six- 
teen to eighteen-eighths Spanish are 


very popular. 


Adds Balcony 


ToLtepo, OHIO (UTPS)—A new bal- 
cony for the storage of stock was re- 
cently installed at the Ground Gripper 
shoe store, 341 Huron Street. About 
200 square feet of extra space is af- 
forded by the new addition. The bal- 
cony not only provides for the storage 
of an increased stock of merchandise 
but adds to the general appearance of 
the store as well. R. M. Redembo is 
manager of the store. 


Opens Shoe Department 


DerroiTt, MicuH. (UTPS)—A new, 
luxuriously ———- shoe department 
has recently been opened by the “Sweet 
Sixteen Shop,” in the Metropolitan 
Building, 38 John R. Street. S. D. 
Levy, formerly of S. A. Barker Com- 
pany, Springfield, Ill., is manager. 








Irving Drew and His “Boys” 


Here is Irving Drew, himself, founder of The Irving Drew Co., in the 


midst of his good 


cooperators, who have long been associated with 


him, “snapped” at the recently held sales convention at the Ports- 
mouth factory. Back row: L. T. Spencer, Eli Smith, Irving Drew, 
C. L. Spencer, G. W. Kindschi, W. A. Airis, O. P. Sprague. Lower 


row: C. R. Maxwell, C. C. Burt, J. M. Graham, O. R. 
F. W. Drew 


Brundage, 











Slight Tornado Damage 


St. Louis, Mo.—International Shoe 
Company plants in the path of last 
week’s tornado were damaged to the 
extent of about $10,000 to $15,000, ac- 
cording to Frank C. Rand, president; 
but repairs were quickly made and op- 
erations were resumed again this week. 
Slight damage also was reported to 
some of the plants of the Johnson, 
Stephens & Shinkle Company. 

The International Shoe Company do- 
nated $10,000 to the relief fund, and 
the Brown Shoe Company made a con- 
tribution of $5,000. 


Fyfes Add Antioch Line 


(UTPS) —R. H. 
Fyfe & Co. anonunce that they have 
added Antioch shoes to their already 


DETROIT, MICH. 


extensive lines. These shoes were de- 
veloped by Antioch College Research 
after three years of scientific study. 
They are intended to be hygienic, and 
at the same time, stylish. The college 
receives a royalty of 25 cents a pair, 
which is used for educational pur- 
poses, 

Mr. E. C. Coskery, Jr., of Antioch 
College is engaged as a special repre- 
sentative. The shoes are being dis- 
played on the second floor. 


Smoke Damaged Stock 


MINNEAPOLIS, MINN. (UTPS)—After 
being open less than one week the 
Emerson Shoe Store, 40 Sixth Street S, 
had to close because of smoke damage 
from a heavy fire next door. The newly 
installed stock, however, was not seri- 
ously damaged, but the management 
put on a 14 day sale to clear the mer- 
chandise out entirely to make way for 
a second stock. Manager Peter J. 
Scheiber was not daunted by the en- 
forced closing, and as soon as possible 
reopened. 





To Broadcast 


NEw YorK, N. Y.—Dr. Henry A. 
Gartner, a physician connected with 
the Long Island Medical College, and 
who has been active in health shoe 
propaganda for several years, will 
broadcast a talk entitled “Better 
Shoes—Better Health” from Station 
WNYC, the official radio station of the 
City of New York, on Oct. 17 at 8:30 
p. m. 





N. S. T. A. Insurance Premiums 
Now Due 


The premiums on the N. S. 
T. A. group insurance policies 
were due Oct. 1, but as is the 
custom with all payments of this 
kind, in order to give all the op- 
portunity of remaining in good 
standing and avoiding lapses, 
thirty days of grace are granted 
to every policy holder. The last 
day of grace is Oct. 30. There- 
fore, it is important that those 
who have not yet paid these pre- 
miums do so on or before that 
date. The National office reports 
that it is pleased to note how 
rage | responses have been made 
to the first notice of premiums 
being due on Oct. 1. 

The N. S. T. A. executives 
state: “It should be a source of 
much gratification to all the 
trade that the insurance plan of 
our association has proved to be 
a decided success. The ten bene- 
ficiaries of those members in- 
sured in our association who 
have died during the past year 
can all testify to the worth of 
this plan. That we continue this 
insurance feature remains with 
every member of our association. 
Every shoe traveler can help by 
signing up one new member.” 
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WHERE TO BUY 
Men’s Shoes 








Carried Stock 
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HENRY LILLY CO. 
110 Duane Se. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Beery Wednesday and Friday 












































Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, OCTOBER 8, 1927 


EVERY WEEK 





Increase in 
Sales Reported 
in Mid-West 


General Conditions Good 
Throughout St. Louis 
Trade Zone 


St. Lours—Business along Wash- 
ington Avenue in the wholesale shoe 
district is remarkably good. There is 
no apparent let-up in orders and every- 
thing points to a big gain in September 
over the same period of a year ago. It 
was stated in one of the larger general 
line houses that their firm anticipated 
a $400,000 gain. The sales manager 
of a large house stated that he can 





f find no adverse conditions in reports 


from traveling men. While a few 
isolated territories are not prospering, 
meral conditions are reported good 
throughout the trade zone of this com- 
pany. : 

Factories are running at capacity. 
One large general line house is produc- 
ing 57,000 pairs per day. This is the 
greatest capacity ever reached by the 
company. 

Blacks in the style field are best. 
Black suede is showing improvement 
and is believed to be facing a better- 
ment. Gunmetal patent has had a nice 
run and while most houses have not 
re-ordered, a good volume was reported 
on this material. Brown suede is re- 
ported as being improved. Sport ox- 
fords have had an unusual run and 
style managers believe they will be 
better when the season progresses. 

The style departments of the manu- 
facturers are busy planning spring 
patterns. At present little has been 
done toward defining styles although 
one hears whispers of colored kids for 
spring. Colored kid does not mean the 
shades and types of materials which 
were introduced last spring. . Early 
patterns are made up in beautiful 
effects, the trimmings being contrasted 
rather than harmonious. 





New Arbitrator Named 


HAVERHILL—F rank C. Richardson on 
Sept. 27 was appointed to the position« 
of neutral arbitrator in the local shoe 
industry to succeed Edwin Newdick, 
who recently resigned and is now with 
the Irving Fisher Statistical Bureau, 
New Haven, Conn. Mr. Richardson, 
who now becomes the impartial mem- 
ber of the Haverhill Shoe Board of 
Arbitration, was named by the Citi- 
zens’ Committee of seven prominent 
citizens, headed by Ex-Mayor William 
D. McFee. The selection was referred 
to this committee following failure of 
the union and manufacturers to agree 
on a candidate. 

The new arbitrator was the nominee 





of the Haverhill Shoe Manufacturers’ 


Association, although his connections 
with the local industry have been as 
an official of the Shoe Workers Protec- 
tive Union. His fairness and sincerity 
of purpose manifest through successive 
years of service in the industry as an 
official, however, were responsible for 
the manufacturers making him their 
candidate. 

He has already taken up his duties 
and the Shoe Board is functioning in 
all its departments. 





William B. Levy, St. Louis 
Shoe Jobber Is Dead 


Sr. Louis, Mo.—The shoe trade will 
learn with sorrow of the death of Wil- 
liam B. Levy, president of Shu-Stiles, 
Inc., and Special Shoe Co., a subsidiary. 
Mr. Levy died at his home Friday 
morning, Sept. 30, after four months 
of illness. In his death, the jobbing 
branch of the shoe industry, and par- 
ticularly of the St. Louis market, loses 
one of its most aggressive members. 
He represented the new type of jobber 
that has come into the field since the 
style element and hand-to-mouth buy- 
ing have taken on such importance. In 
establishing and directing his business, 
he displayed unusual courage and fore- 
sight. Needless to say, he possessed a 
keen style sense. 

After being in the retail business 
for a number of years, he started Shu- 
Stiles, Inc., in April, 1924, and a year 
or so later developed the Special Shoe 
Co. which operates on the one price 
basis. In three and one-half years his 
business has enjoyed such a phenomenal 
growth that sales for 1927 are ex- 
pected to reach two and one-half mil- 
lion dollars. This places his business 
as possibly the largest of its kind in 
the country, from a jobbing standpoint. 
Mr. Levy operated on the principle of 
large volume, small mark-up and 
speedy turn-over. In developing his 
organization, he built it so well that 
even during his long illness, during 
which time he had no contact with his 
business, sales gains were made each 
month. 

He had the reputation for doing the 
unusual in business. His beautiful 
Washington Avenue show rooms form 
a good example. His aggressive and 
forceful advertising is another. 

Both Shu-Stiles, Inc. and Special 
Shoe Co. will continue to operate with- 
out change in the present personnel. 

Mr. Levy is survived by his wife and 
two children, a son and daugiiter. 
— services were held Sunday, 

ct. 2. 





Paneled and Piped 


Lynn—A. E. Little & Co. have some 
unusual shoes. The upper of each one 
of them is made with 12 panels of 
leather, and 12 seams to fasten the 
panels together, and each seam is 





smartly piped. 
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Shoeman in Politics 


MILWAUKEE—Vincenz J.  Schoe- 
necker, president of the V. J. Schoe- 
necker Boot and Shoe Co., Milwaukee, 
has announced that he will be a can- 
didate for mayor of Milwaukee in the 
city election to be held next spring, 
Mr. Schoenecker served one term as 
commissioner of public works and was 
city treasurer for a term, several years 
ago. Mr. Schoenecker has stated that 
he believes Milwaukee city and county 
should be under one government. 


Lynn’s Fall Business 
Larger Than Year Ago 


LYNN—Fall business continues in 
larger volume than a year ago. Shoes 
are of higher quality. Several makers 
of top grades of shoes are operating 
to capacity, and well sold ahead. 

Designers have started to work on 
styles for 1928. An important ques- 
tion is whether or not the saturation 
point for black shoes has been reached. 
Some of the test shoes for 1928, are 
of black leathers. But the models, 
after proven for last shape, pattern 
design and fit, could be quickly changed 
from black to colored leathers. 

Patents continue to make up half 
of Lynn’s shoes, and adding black 
suede, calf, kid, satin and velvet, and 
some reptile grains, all in black, it is 
safe to say that from 75 to 80 per cent 
of Lynn’s present production is made 
up of black footwear. 

Metallic glints, now gaining, present 
new bronzes, some quite rich in bronzy 
tones, a new steel blue, and more of the 
graphite and gun metal patents. 
Tanners promise new metallic lustres, 
and, also, some stencilled suedes. 

Browns, of golden and chocolate 
tones, are in good style standing. 
Lighter shades, in nut tones or lemon 
hues, are expected for spring. The 
darker shades of biue, now selling, will 
probably be followed by lighter tones 
for the spring. 

Patterns are artfully contrived. So 
shoes show surprising straps, with 
wishbones, links or loops, as well as 
fancy bases; ornaments in unexpected 
places, as on the side of a dip sided 
pump, novelty pipings as, for instance, 
shoes with a dozen seams in its upper, 
and each smartly piped. A few side 
ties, of the two eyelet class are noted, 
and, also, some step in oxfords. 

Especial attention is being given in 
some shops to working out the details 
of bottom construction so that shoes 
shall fit more easily to soles of the 
feet.. That’s for comfort, as well as 
health. 


Mudge Is Golf Winner 


St. Paut, MINN. (UTPS)—Archie 
Mudge, who designs men’s shoes at the 
Foot, Schulze & Co. factory, won high 
in the third annual golf tournament 
of Foot, Schulze & Co., and Joe San- 
sen was second. This was out of 36 
entries for the silver loving cup and 
other prizes. Mudge may have to do 
even better than a gross of 81 and net 
of 77 to hold the trophy next year as 

the men are ing more expert 
with the sticks, and there is no telling 
what sort of a ‘phenomenon may be de- 
veloped out of a larger field in 1928. 





J. L. (Jack) Gertz 
Joins Hamilton-Brown 


J. L. Certs 


Cuicaco, Inn.—J. L. Gertz (better 
known by ‘his many friends as “Jack” 
Gertz) has assumed the managership 
of the Chicago office for the Hamilton- 
Brown Shoe Company. 

For the past seven years, Mr. Gertz 
was connected with the Roberts, John- 
son & Rand branch of the Interna- 
tional Shoe Company, having charge 
of their Chicago district territory. He 
is one of the best known shoe men 
in this district and is well qualified 
with years of experience. He was 
born in Hurley, Wis. As a boy he took 
charge of a general store in Bark 
River, Mich., holding this position for 
four or five years and gaining valuable 
knowledge of the general line. His 
ability soon won for him the position 
of buyer in a department store in Mil- 
waukee, Wis., which position he held 
for several years. Jack moved farther 
up the ladder of success when he went 
to Chicago and was employed by the 
Atkins & Freund Department Store, 
where he was very successful. In 1921 
he became connected with the Roberts, 
Johnson & Rand Shoe Company, work- 
ing with his brothers, A. E. and Joe 
Gertz, in the Chicago district. 

His headquarters will be 302 Lees 
Building, 19 S. Wells Avenue, Chicago. 


Shoe Travelers to Meet 
in Milwaukee, Oct. 15 


MILWAUKEE—A meeting of the Wis- 
consin Shoe Travelers’ Association has 
been called for Saturday noon, Oct. 15, 
at the Hotel Medford at Milwaukee, 
for the purpose of discussing whether 
the Wisconsin association should invite 
the National association to hold its an- 
nual convention at Milwaukee in 1929. 

At the convention of the Wisconsin 
Shoe Retailers’ Association held here 
in August, a movement was started to 
secure the 1929 convention of the 
National Shoe Retailers’ Association 
for Milwaukee. 

If the travelers decide to invite the 
National Travelers Association here 
that same year, the two conventions 
will be held in connection, with the 
travelers’ convention either just pre- 
ceding or immediately following the 
National Retailers’ convention. 





WHERE TO BUY 
Men’s Shoes 





+ F-REYNOLDS Comm. 
BROCKTON MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They'co Got to Be Stetcon 
te Be Snappy” 


THE STETSON SHOE CO., Ine. 
Seuth Weymeuth, Mass. 


GE 


50 STYLES IN STOCK 
Ready for Delivery om the Det 


axangc.cet aes 




















WHERE TO BUY 
Standard Shoe Materials 





The One 
Waterprost 
Leather That 
Takes and Re 
tains a Polish 


CREESE &@ COOK CO. 
Fane eries at Danversport, 95 South St., Boston. Mase. 

















Strong and Flexible 


Grelfin) Counter Board 
Gre ING) Made trom 


The Eno Svcling Titer Beare Oc. 
a Fifth Avenue, 
. ew York 


Sealants 


Counters of this board help 
the shoe to hold its shape. 
Pulp Product 
West Virginia Pulp &Pa 
Detroit New York 








ent 
per Company 
Chicago 
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WHERE TO BUY 
Ballet Shippers 





In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y. 








EW ALLETS 
N and B Tarn, Vici Kid 
T oniler "Shs = 
eer |i Wome 
"25; esos’ $2.30: 


25 J 
fomen’s $2.35. 










Ales Better Grades 
Im Stock We Bway, Now York 
Samples on Request Everything In Slippers 








BALLETS 
$1.10 Miss and Child’s 
$2.20 Miss and Child’s 


$1.15 Wos. 


Herd Tes $2.25 Wes. 
White-Pink Kid Pink-Black Satin 25c. extra 


TURN BOUDOIRS 


Black Kid $1.00 Quilted Satin $1.20 
Kid Beudeirs BIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mase. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
8162 Bik. Glazed Kid, Soft Tee 
Child’s 6 te ti—¢1.35 
Misses 11% te 2— 1.40 
Women’s 2'/. te 6— 1.45 


Alse Hard Tees 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 
















HAND TURNED, BLACK KID 
BALLET SLIPPERS 





In 
Womens, $1.85; 
Misses’, $1.30; 
Children's, $1.35 


Send fer Mail orders prompt- 

Samples. ly attended to 
MOTH & ROSENBERG SHOE co. 

124 N. Srd St., Philadelphia 








LYONS AND COMPANY 
Hand Tura Ballets 





$1.45 $1.40 $1.85 
A rd : 
IN STOCK 

















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
so ng dapdant acme mnt pd sg 
saver in m g immediate needs. 


Alfred J. Sweet 


There is always a thrill of expect- 
ancy when salesmen enter a confer- 
ence under new management and on 
the eve of a change in merchandising 
policy. That this expectancy was 
turned to marked enthusiasm when the 
salesmen of the Alfred J. Sweet Com- 
pany met for the first time under 
United States Shoe Company owner- 
ship, is the testimony of the 30-odd 
men who assembled recently. 

Salesmen covering western and mid- 
west territories met in Cincinnati, 
Sept. 19 to 22; the balance of the force 
met at Auburn, Me., Sept. 24 and 25. 

A lunch at the factory, a dinner at 
Poland Springs and a delightful auto 
trip to the Bay of Naples formed part 
of the Eastern conference activities. 
During the meetings, inspiring and in- 
structive addresses were given by 
Alfred J. Sweet, by John G. Holters, 
the president, and by E. M. Daniels, 
salesmanager. 

It is doubtful which aroused the 
highest enthusiasm, the showing of the 
new line of samples or the announce- 
ment that a complete line of stock 
shoes—turns, welts and McKays—will 
be carried at Auburn and at the new 
distributing branch in Cincinnati, 
giving overnight service from stock to 
90 per cent of the country. 
The men now carrying the Alfred J. 
Sweet Co. line are as follows: 

Adams, Edward, East Missouri and 
Arkansas; Barber, W. F., Kansas and 


Alfred J. Sweet Co. Salesmen Gather 




























John G. Holters 


Oklahoma; Bentley, M. C., Michigan, 
except the Peninsula; Caldwell, J. C., 
Virginia, Maryland, Delaware except 
Wilmington; Carpenter, C. E., Colorado, 
Utah, Wyoming, S. Idaho, New 
Mexico; El Paso, Tex.; Cowen, J. W., 
Jr., Tennessee, Alabama except Mobile 
and Eastbrook; Fielding, J. A., Maine, 
New Hampshire, Vermont, Boston; 
Goldberg, A. L., New York City; Hinds, 
C. E., Southern California; Phoenix, 
Ariz.; Huber, George, Brooklyn; John- 
son, L. K. Chicago; Lakofka, F. H., 
Chicago; Legge, W. H., Central Penn- 
sylvania; Lever, W. D., Jr., Georgia, 
Florida except N. W. section; Levy, 
Al, Northern New Jersey; Mahar, F. 
C., New York State except New York 
City; Marks, H. J., Louisiana, Missis- 
sippi, Mobile and Eastbrook, Ala.; 
Pensacola, Fla.; Mazur, J. G., Illinois 
except Chicago; Morris, B. G., Texas; 
Morris, L., New York City; Newcomer, 
K. B., Iowa and Nebraska; Overton, 
W. S., Northern California; Risher, 
W. W., Indiana and West Kentucky; 
Ross, G. E., Washington, Oregon, N. 
W. Idaho, Montana; Scanlon, J. J., 
Philadelphia, Southern New Jersey; 
Wilmington, Del.; Small, G. E., Con- 
necticut, Rhode Island, Massachusetts 
except Boston; Smith, R. E., Western 
Ohio and Eastern Kentucky; West- 
brook, J. W., North and South Caro- 
lina; Zeigler, W. A., Eastern Ohio, 
Western West Virginia; Marlow, J. 
W., Western Pennsylvania, Eastern 
West Virginia; Mazur, L. D., field 








gales manager. 





Upham Business Sold 


StouGHTON—Under an _ assignee’s 
sale conducted at the factory Sept. 
26-28, all the stock in trade, excepting 
the machinery, of the Upham Bros. 
Shoe Co. here has been sold to indi- 
vidual buyers. The factory and land 
on which the plant stands is said to 
have been bid in by the trustees but 
the exact price was not divulged. All 
material, office supplies and stock is 
said to have brought fair prices from 
a large number of shoe men who came 

















from many sections of New England. 


The assignees are Richard Feakes of 
Boston, and Attorney William H. Tay- 
lor of Ham, Taylor & Billadeau, 
Boston. 





Buckles for Iceland 


St. Louis, Mo.—American products 
find their way to odd corners of the 
world, but what is believed to be the 
first order for American shoe buckles 
from Iceland, that little known coun- 
try in the far north Atlantic, was re- 
ceived last week by Abe Manheimer & 








Co., buckle.manufacturers, of this city. 
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Production Records Are 


Broken in Cincinnati 


CINCINNATI—Shoe factories here, 
having made an early start on fall 
business, report business to date to be 
far in advance of previous years. 
Black patent continues well in the lead 
with black kid coming strong. There 
is an increasing demand for brown kid 
and brown calf and orders show that 
retailers are stocking up on satin. Ties 
and pumps are foremost among pat- 
terns although straps remain good. 

P. Sullivan & Co. are still enjoying 
the uninterrupted capacity run which 
has prevailed for several months, ac- 
cording to Frank Dohoney, president 
of the firm. “Black kid calls are in- 
creasing daily,” Mr. Dohoney said, 
“and brown kid and brown calf are 
receiving lots of attention while satin 
is coming along fine.” Orders to date 
show that ties are being favored, but 
Mr. Dohoney said that what the next 
two months will bring is problematical. 

Business with the Julian & Kokenge 
Co. is considerably ahead of last year 
despite increased prices, according to 
Richard Stix, advertising manager. A 
good volume of orders is coming in on 
samples sent out recently, and mail 
orders are holding up exceptionally 
well. Present business on black satin 
indicates that satin will be in demand 
all winter. Ooze has been very good 
for the past few weeks with J. & K. 
and Mr. Stix expects it to be even 
more popular as the season advances. 
’ The Flexridge Division of the U. S. 
Shoe Co. is also enjoying a good 
volume, according to W. J. Harney, 
general manager. Extremely heavy 
shipments were made during July and 
August, and business in general shows 
an increase over previous years. 

The Stern-Auer Co., manufacturers 
of corrective shoes for women, have 
approximately tripled their output 
during the past twelve months and 
are now making 1800 pairs daily, Jos. 
S. Stern, president, reported. Black 
patent has always been strong, and 
continues in front. The brown family 
is good in kid and calf, and is ex- 
pected to hold good indefinitely. A. B. 
Cohen is vice-president of the firm and 
Carl Neekamp is assistant. 


Bacon with Curtis & Jones 


READING, Pa.—Francis E. Bacon, 
who for a number of years was one of 
the partners of George E. Daniels & 
Co. of Lynn, in its day one of the big 
wholesale houses of New England, but 
who has been resting for some years 
back, has returned to activity in the 
shoe field with his appointment as of 
Sept. 1 as sales manager for Curtis & 
Jones, manufacturers of children’s and 
misses’ shoes. 


Harney Flexridge Manager 


CINCINNATI, OHIO—At a_ recent 
meeting of the officials of the United 
States Shoe Company, W. J. Harney 
was appointed general manager of the 
Flexridge Division of that company.: 
Mr. Harney has served in the capacity 
of sales promotion manager of Flex- 
ridge for some time. 





Braman with Rosenbush 


Boston.—Mau- 
rice I. Braman, 
well known shoe 
merchandiser, 
has recently 
joined the whole- 
sale shoe house 
of Al. A. Rosen- 
bush & Co., 154 
Lincoln Street, 
this city. Mr. 
Braman is by no 
means a stranger 
to the Rosenbush 
+ organization, as 

tains he has known 
President Al. A. Rosenbush for the 
past quarter of a century, and has 
bought the product of this house for 
as many years. For eighteen years, 
Mr. Braman managed and purchased 
for the three shoe departments of 
Maurice L. Rothschild & Co. of Chi- 
cago, Minneapolis, and St. Paul, and 
for twelve years, he conducted his own 
store in inneapolis. Immediately 
prior to coming to Boston, Mr. Braman 
managed the Rosenbush stores in 
Reading, Pa., and Toledo and Akron, 
Ohio. He has had wide experience in 
the buying and merchandising of men’s, 
women’s and children’s shoes, and in 
the management of stores and their 
personnels. He will make his home 
with his family in this city. 


Manufacturers Association 
Announces New Members 


St. Lovuis—The St. Louis Shoe 
Manufacturers and Wholesalers As- 
sociation admitted to membership at 
its last meeting the Independent Shoe 
Manufacturing Co., John May, 
president; and the Cunningham Shoe 
Co., both of St. Louis. It was reported 
in these columns that the Ault-William- 
son Shoe Co. of St. Louis and Auburn, 
Me., had also been admitted to member- 
ship. This was an error. 


Want Tariff on Shoes 


BROOKLYN, N. Y.—The Shoe Manu- 
facturers’ Board of Trade of New 
York, composed of the leading shoe 
producing firms in the Brooklyn 
district, have begun a strenuous cam- 
paign to enlist other organizations in 
a protest against imported shoes, now 
arriving in this country in alarming 
quantities, duty free. Efforts will be 
made by the association to stir up agi- 
tation for a tariff on shoes, according 
to Justus Latteman, president of the 
board of trade. 

At a recent meeting of the board of 
trade, seventeen of the Brooklyn shoe 
men signified their intention of show- 
ing at the National Shoe Retailers’ As- 
sociation’s exhibit in January at Chi- 
cago. 


E. E. Doane Promoted 


BrocKkToN — Ernest E. Doane, for 
several years sales manager for the 
Charles A. Eaton Shoe Co., and for- 
merly with a fire extinguisher company 
in a similar capacity, has been pro- 
moted to the post of vice-president of 
the Eaton Co. He will continue in his 
capacity as sales manager. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 Bway 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$27.00 per doz. and Up 


Osteleg 
4Ons on 
equest 











Men's All Leather House Slippers 
IN 8TOCK 








Send for samples. 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 





Miscellaneous 





CHIROPODY 
eee a Year 


STUDY 
gre, Sak 
Study 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 
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WHERE TO BUY 


Women’s Novelties 
















—Velvets 


nate! 


Samples sent and 


returnable at 
our expense. 


Samuel : red 


72-82 - eee 
Boston, * Mass. 



















WOMENS’ SPECLALTIES 
Latest Styles at 
Popular Prices 
in Stock. ~ 
1431] ST.-NEW WRK 















$3.00—10%—2 
xa All 













Kiaiger “no” 

As Milustrated 

High | Bided— | shove, 
outouts inners, 

eume 







FEATURE $4 RETAILERS 


a 
Poet poetier, Black 


Black Satin, Kaffor Kid 


Also One Strap, 4 ways, as 
, * Lined, P se mg 


buckles. | Spike and ¥- 3-8. 
Other snappy novelties continually In-Stock. 


Aronson Bros. Shoe Co., Ince. 
213 Essex St., Boston, Mase. 
































WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 





WHERE TO BUY 
Shoe Price Ticket Chips 


ll el eit 












ees a Ser 
ER CO. 
. = y Se 


416 Victoria 


























Blacks Continue to Lead 


in Men’s Dress Footwear 


MILWAUKEE—Manufacturers of foot- 
wear in Milwaukee experienced a g 
spurt in their business with the advent 
of more seasonable weather during the 
last part of September which broke the 
slight lull that came when the weather 
was very warm earlier in the month. 
September generally was a good month. 

The Harsh & Chapline Shoe Co., 
reported however, that it had noticed a 
slight let-up due to being in-between 
seasons in the last week of September. 
H. A. Unke of this firm said that there 
was so much business prior to the 
announcement of the price advance 
that the retail trade was well covered 
later, and was waiting to dispose of 
the stock on hand before placing orders 
for late winter and early spring. 

Blacks are still in the lead for men’s 
dress footwear. Tans are moving 
satisfactorily. There are some grain 
leathers moving also but all in tans. 
A two-tone effect in grain and calf has 
been meeting with favor. 

At the Nunn, Bush & Weldon Shoe 
Co., it was reported that business had 
picked up decidedly in the last few 
weeks. The buying is all for im- 
mediate needs at present, and it is a 
little early for spring orders to start 
coming in. The tendency continues to- 
ward the darker shades with blacks 
holding the majority and dark shades 
of tan moving in fair lots. 

The F,. Mayer Shoe Co., also reports 
a decided spurt in business the last 
part of September. Blacks are the best 
sellers and the buying of tans is 
limited. Blacks showed a strong ad- 
vance in favor in the last 30 days. The 
plain, high riding single strap con- 
tinues to be the leading style favorite 
in ladies’ footwear with tie effects 
next. Cut-out oxfords are running 
third and plain pumps fourth. 





Brockton Production 
Still at High Peak 


BrockTtoN—Production has main- 
tained its high peak of the past two 
months during the period just closed, 
and reports continue to come from 
salesmanagers that there is indication 
of good volume for some weeks to 
come. Two concerns in particular, 
salesmen for which recently took to 
the road, were very much gratified with 
reports already beginning to come in. 
Shipments still continue to flirt around 
the 11,000-case mark for each succeed- 
ing week, making practically two 
months during which the total has 
reached or passed 10,000. 

Black continues to be a very strong 
seller in men’s lines, with very dark 
tans and dark tan combinations also 
going well. There has been a spon- 
taneous reception of the snappier lines, 
particularly for the younger and 
middle-aged men, and good orders have 
come from them. One-strap effects 
continue to be the leading women’s 


seller, with blacks, gunmetal leading, 
the principal seller, although tans are 
popular in the darker shades and in 
combinations. 











Develops Ornament 


H. COWAN is 
* the aggressive 
representative of 
the Novelty Shoe 
Co., whose picture 
appears “cross the 
way.” Mr. Cowan 
has covered Indi- 
ana and Michigan 
territory since 
1923. During the 
past year, he has 
developed an orna- 
ment in the buckle 
department of the 
Novelty Shoe Co. 
that fits in well with their line of 
“snappy” shoes which they offer the 
trade each season. Mr. ‘wan says 
that cut steels and rhinestones are the 
best sellers. 





I. H. Cowan 





Turn Industry Busy 
in Haverhill District 


HAVERHILL—A few weak spots are 
showing up in the local shoe industry 
after three months of brisk business, 
but the decline has not reached sufii- 
cient proportions seriously to reduce 
production figures. The current weck 
by reason of the Jewish holidays, wit- 
nessed a slight decline in pair produc- 
tion, but this is but a temporary con- 
dition. Business is predicted to hold 
good until Oct. 15 or later, a number 
of firms reporting sold up until Oct. 30. 
Allied products for local and rival- 
center consumption are moving briskly, 
indicative of generally good conditions 
throughout the shoe industry. The 
wood heel, cut sole, counter, and shoe 
ornament plants are enjoying a par- 
ticularly good season. 

Indicative of the remarkable come- 
back of the local turn industry comes 
the report from the local unions that 
all turn teams are employed and skilled 
operators out of supply. 





“Leather Progress” Makes 


Its Initial Appearance 


New York, N. Y.—Volume 1, No. 1 
of Leather Progress, published by the 
American Leather Producers, Inc., to 
apprise those interested of the cam- 
paign in behalf of. leather, was issued 
from the cooperative concern’s head- 
quarters, 1 Park Avenue, Sept. 29. 

In this first issue of the publication, 
which will be published periodically, is 
the announcement that the revised two- 
reel film, “The Story of Leather,” opens 
its fall campaign Oct. 1, with 50 show- 
ings in the public schools of Detroit. 
Bookings are being made through 
schools, business organizations, Y. M. 
C. A.s, churches, clubs, etc., all over 
the country. 

Announcement also is made of a con- 
test among commercial artists for 4 
symbol for the American Leather Pro- 
ducers, Inc., to be used with the slogan, 
the contest for which has already 
closed. A $50 prize is offered for the 
best symbol. 

The issue also contains a résumé of 
the campaign, together with other in- 
teresting information about the cooper- 
ative movement. 
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cAn indistinct impression resembling 
our Union Stamp ts likely 
to be a counterfeit. 


They Must SEE The STAMP 


RADE UNIONISTS will not take the dealer’s word that his shoes are 
Union made. They must see the stamp. 


They know that an indistinct impression resembling our Union 
Stamp is likely to be a Counterfeit. 


If you are not using the stamp you are losing the trade of thousands of 
trade unionists, and their families and friends, who buy no shoes without 
the identifying Union Stamp. 


If your shoes are entitled to bear the Union Stamp—USE IT. 


BOOT & SHOE WORKERS’ UNION 
246 SUMMER STREET BOSTON, MASS. 


Affiliated with the American Federation of Labor 
COLLIS LOVELY 


General President 


CHARLES L. BAINE 
General Sec’y-Treas. 
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A Notable Product and dewrice of- 
The United States Ihoe 
, : pe Company 
ic ee” es 














AAAA to C 2 to 9 
Black Velvet name $4.50 
Black Suede _. .« SS 
Patent _. the . 5.10 
Black Satin . Keo 2 5.10 
Stage Last — 19/8 Heel 


WIRE — WRITE — PHONE 


THE AIR-MAIL SHOE COMPANY 


6th and Sycamore Streets, Cincinnati, Ohio 
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| Recognized Leadership 
for Street and Sports 


The Prep 
IN STOCK 





See§, CHIC Varsity Girl 

‘=2s) shoe for sports and 
5" walking, standard in 
its appeal to the younger 
woman. Presented in Russia 
calf with contrasting shades 
of trim, tongue. and inlay, 
118 military heel, and the 
finest quality leather and 
workmanship. 





No. S. 905—$5.60 





BABS iS 9 
AA... . Glog 
APs Ee 
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ec \<e~ 
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2 A 
VARSITY GIRL SHOES 


7 Made by 
E. P. REED & COMPANY : Rochester, New York 


New York Style Studio: Marbridge Building, 34th Street & Broadway 
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At the Brockton Fair 


Miss Mildred Farrar, 

otherwise known as 

the “Walk-Over Girl,” 

as she appeared in the 

runway at the Brock- 

ton Fair Shoe Style 
Show 


BROCKTON, Mass.—Brockton and Old 
Colony district shoe manufacturers 
have sounded a new note of “peppier” 
and “doggier’” footwear for winter, 
judging from the newest designs shown 
at the Brockton Fair shoe style show 
this week. The former conservatism so 
noticeable in other seasons, particularly 
in the higher grades of shoes, even has 
disappeared, and through the medium of 
fancier patterns there is a new allure 
oe is expected to make a strong ap- 
peal. 

Innovations seen in the nearly two- 
score of displays and on the runways 
during the show include: 

Checkerboard and diamond designs 
on bottoms and heels, done-by pressing 
the soles and top lifts, and done in col- 
ors to correspond with the leather used 
in the shoe. 

Doggie lasts with semi-balloon toe 
used to make up jazzy shoes of dark 
novelty leathers in odd designs and with 
many perforations and fancy stitchings 
in the $4, $5 and $6 shoes. 

Winged and folded tips, rounded 
vamps and generally higher heels on 
many of the conservative men’s shoes, 
giving them a much peppier appear- 
ance. 

Use of brass screws and disks on 
leather heels, used on many of the shoes 
for young men. 

ider edges. 
These features, noticeable in almost 





all of the displays, are in keeping, de- 
signers say, with the general idea of 
costumers of the day to give brighter 
color in stockings, scarfs, hats and 
clothing to the male of the particular 
Gresser class. 

Longer vamps with narrower tones 
tell the story briefly of the trend of the 
women’s shoes. Heels have lowered con- 
siderably, and a large number of walk- 
ing shoes are seen, made up particular- 
ly in gunmetal and the somber colored 
leathers. Shoes made with longer fore 
parts are mostly in gunmetal, satins 
and patents. Reptile skins still are 
seen in a number of models. Particular 
stress has been placed on the harmoniz- 
ing of leathers and trim, particularly 
laces and buckle ornaments. 

A giant airplane, glistening with a 
fresh coat of aluminum, disgorged the 
models, both men and women, who 
showed the newest types of footwear to 
thousands of visitors at the fair this 
week. 

Features were the international shoe 
revue in which 26 Walk-Over girls in 
appropriate costumes displayed foot- 
wear of practically every sizable na- 
tion of the world. The Stetson Shoe 
Co. Band, just back from the Paris 
Legion Convention, where it played as 
Massachusett’s official representative, 
furnished music through the afternoon. 
The Stetson Shoe Co., represented by a 
group of 10 daintily gowned young 





women, showed its wide variety of 
product. The runway was considerably 
shortened this year to allow thousands 
to fill the big exhibition hall at every 
showing. 

The Unity Quartet, composed of six 
members of the famous Meistersingers, 
assisted by Miss Doris Emerson, so- 
prano, sang, and the Hurley Dancers 
favored with several specialties. 








TATEMENT of the Ownership, Management, 

Circulation, etc., required by the Act of 
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Monday of the week of publication in order that 
Otherwise insertion will be put over to the following week’s issue. 





4c per word. Minimum Charge 75c. 
LINES WANTED 
4c per word. Minimum Charge 75c. 


OTHERS . 

7c per word. Minimum Charge $1.25 

ALL DISPLAY SPACE 

Five dollars per inch. Allow 45 words to an inch 








Classified and Opportunities Department 

RATES AND OTHER INFORMATION 

Siok, Sass Sy ciated ot Ga Boss ook Shas Cancel, Sk Seay eee, Bost, Ban. on 
advertisements be 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


published same week. 





















SALESMEN WANTED SALESMEN WANTED 





























SALESMEN WANTED 








Sales Representatives Solicited 


In Following States: New York (exclusive of New York City), Indiana, 
Illinois (exclusive of Chicago), Iowa, Missouri, Kansas, ‘Nebraska, 
Arkansas, Utah, Idaho, Montana, Wyoming, Nevada, Arizona, New 
Mexico, North and South Carolina. 


For quality line, popularly priced, of Infants’, Child’s and Misses’ Flexible 
Goodyear Welts. Unusual and exclusive styles. Thirty-four numbers car- 
ried in stock. Popular “SKEEZIX” Trademark. Straight liberal commis- 


sion proposition only. 


THE W. A. WITHERS SHOE COMPANY 
Elizabethtown, Pa. 











WANTED 


A capable salesman to represent 
manufacturer of men’s welt shoes 


SALESMEN WANTED 
A Milwaukee Manufacturer of 


in the larger cities of Iowa, Wis- Men’ and $6.00 Dress 
consin, and Northern Illinois. The has phage territories Wels 
line is made up of ten genuine calf lowing pene 
=— ot $3. - oa fy ry $3.90; ese ae Virginia. Mis. 
ree style oxfords a seven ennsy. est Virginia, 
splendid patterns at $3.15; two souri, Kansas, Nebraska, Iowa. 


boy’s numbers at $2.75. Only an 
experienced, high class salesman 
with an established trade and an 
acquaintance with the trade will 
be considered. Letters will be held 
confidential but references and full 


information must given. men. Address D-74, care Boot 
Address D-87, care of Boot and and Shoe Recorder, 207 South St., 
207 South S&t., Boston, Mass. 








Boston, Mass. 





| Shoe Recorder, 








SALESMEN WANTED | 
en for Illinois and Can use live salesmen for 


Salesm 
dont of either Pitsburg of Ba = Indiana and Illinois. Straight 
i, SE, 4 commission. Address SCIS- 


per cent hin scx ano aa 
tance of order “and the balance when SORS MARKS SHOE COM.- 
Sideline. WESER” shoe "00. INCe PANY, St. Louis, Mo. 


side 
NORTH ADAMS, MASS 
























SALESMAN to sell, as a side line, rhinestone 


shoe buckles to retail and department store SALESMEN WANTED—Real lucers in 
trade and jobbers. Experience not essential. the following territories: ‘ontana_ and 
Commission. Idaho, North and uth Texas, 


Illinois, Ohio, Kentucky, New York. We are 

manufacturers of one of the oldest lines of 

work shoes, dress oxfords and shoes—a real 

QUALITY line—BIG commissions paid to the 
man—establis. 


S. Borten and Sons, 317 Broad- 
way, New York, N. Y. 





ALESMAN with reference for wholesale 


right hed territory—only live wires 
Ln York — = ry line ge Re need apply. Address D-71, care Boot and Shoe 
care Boot ey Foy Saad, 239 W. 39th St., Recorder, 189 West Madison St., Chicago, 


i York City. Illinois. 








WANTED—Salesman with established trade 
to sell up-to-date line of children’s and 
misses’ turn stitchdown shoes, commission 
basis. State references with application. The 
Kepner-Scott Shoe Co., Orwigsburg, Pa. 


SALESMEN with established trade only, for 
Connecticut, Philadelphia and vicinity and 
New York i ¥ Up-to-the-minute women’s 
novelty shoes IN STOCK. Monarch Shoe Co., 
Inc., 149 Duane St., New York City. 










ANTED—Salesmen with established trade 
to carry a medium priced infants’, chil- 
dren’s and wing girls’ turns in jicago 
and Middle est. mmission basis, refer- 
ence in first letter. Address D-65, care Boot 
and Shoe Recorder, 207 South St., Boston, 





POSITION WANTED 





POSITION. WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
Sau or popular price. Highest type refer- 

m produce turnover and _ profits. 
yy D-69, care Boot and Shoe Recorder, 
207 South St, Boston, Mass. 









SALESMAN with 6 years’ experience in the 
jobbing business wants a factory or jobber’s 
line for the southern territories. A low price 
line preferred. n furnish best of references. 

ddress D-84, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





Do You Want an Expert 
on Sales, Styles and 
uality? 
Quality? 

I would like to correspond with any 
manufacturer, large or small, who could 
use my services. My acquaintance among 
the very best trade is extensive; my 
ability to create good selling shoes is 
well known to my customers, who have 
confidence in my judgment. In factory, 
for quality work, I am useful and in 
sales management capable. Can success- 
fully assume entire responsibility in the 
important departments manfacturing 
women’s shoes, welts, McKays or turns— 
such as styling, selling and quality pro- 
duction; or would assist executive in any 
or all departments. High grade refer- 
ences from all past employment. Salary 
secondary importance to good working 
opportunity. Address 


GEORGE GREGORY 
1445 University Ave., New York, N. Y. 











HOE buyer and manager for department 
store, executive ability, desires to m iake 
change where opportunity will be broader. 15 
years’ experience buying and managing for 
cheaper and better shoes. Will oe ge 
where there is an opportunity. arried, 

ears of age. Address D-88, care Boot a 
Shoe Recorder, 207 South St., Boston, Mass. 





LINE WANTED 








line of women’s in 

stock novelty footwear to retail around 
$5 to $7 for Cleveland and vicinity. Finest 
references. Address D-83, care’ Boot and Shoe 
Recorder, 207 South St., 


WANTED—Reputable 


"Boston, Mass. 













































































fuer —4 
amt mang 






aap ebeSe 











dr, 
vt 


yy 





si tah 












October 8, 1927 BOOT AND SHOE RECORDER 





HELP WANTED WANTED TO PURCHASE MERCHANT NEEDS 











. : s 7 HIGHEST CASH PRICES PAID Est. 1916 
Head Shipper Wholesale for entire shoe stocks. We also buy 
Shoe - House surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
who is able to handle help. State eff your hands. Wire or phone us. Oorre = ° 
spondence confidential. Established 1890. Display Fixtures 
MAX GLAUBERG 
436 Grand Street, New York City - pyr 
We 4 eunmmnes clothing, bate. fees prioe x Sons te 





Recorder, 207 South St., Boston, 
Mass. 

















ANTED—Experienced man to take charge your share of the 

of women’s in-stock shoe department by os)! - ye A 
large manufacturer who desires to make a your windows as you 
change > ae e Coenen. mal mg id, before ihe wert 
an eye for style an up-to-date merchandiser. you 
iy full particulars and references. Address Sell Us Your Left Over the pone shops 
D-82, care Boot and Shoe Recorder, 207 South ae eumes 
St., Boston, Mass. New York Export Purcnasinec Corp. on 


596 Broadway, N. Y. City = : o's 
, FORMS. 
FOR SALE Or Entire Stock for Cash 


Fe SALE—Shoe store doing paying cheap 
shoe business in Trenton, N. J. 100 per 
cent location, low rent. Ten year lease. 


bi care Bast and: Show Recorder, 207 “Soci Cc A SH | 4 AID 
oe on cee ee Guin oe ee Ge. @ PRIMROSE BUCKLE DEVICE 


. shoes or other merchandise. Any quantity. 
POR -SALE—Eieven solcomen'’s trunte with Prompt attention given. Holds Better—Costs Less—Safer 
compartment trays to carry one hundred 


and forty samples. Write The Bradford Shoe KIRSCH-BLACHER CO be Ine. 
Company, Columbus, Ohio. 
622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 : 
FOR SALE—Established popular priced shoe — ——. 
store in Ohio manufacturing city of 30,000, G Quantit 
in -— of rich gas, oil LP a on ma... 2 a 
tion. wo years ago ins new front an § 
fixtures at cost of $16,000. Long term lease, MERCHANT NEEDS 
will sell at sacrifice with or without stock. 
Retiring from retail field. Address D-81, care 
rder, Boot and Shoe Recorder, 207 South St., Boston, SAMPLES GLADLY FURNISHED 


Mass. 
Primrose Novelty Corp. 
Room 332, Bible House, 


FOR RENT New York City 


OR RENT—Store and floors in the heart of 
wholesale shoe district. Isidore Sobel, 157 
Duane St., New York, N. Y. 




































































GLASS EYES 





. —WINDOW 
hay dn ) . DISPLAY FIXTURES 








’ G. SCHOEPFER 
16-18 W. 36th St. 


Buany Eyes — Gace 933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 























STORE SUPPLIES | 











Milbradt 
Ladders 


] Made for 40 years ALS ESTABLISHED §=©— B80 








ang 
tAl 


wl 


rtment 


make by the original in- 
5 ie | ventors co EVER LABEL 
— Made in all styles KNOWN TYPE and 


tt and 
Mass. 


n 
— ISLAY FIXTURE SHOE CARTONS 
Get our price before EXCLUSIVE BUT NOT EXPENSIVE 
placing your order Ald bbibcwce SAMPLES UPON REQUEST 
Milbradt 
Manufacturing Co. | 263-271 LEXINGTON AVE, BRODKLYN. ox 
2416 No. 10th Street snon Canton @ LaseL MCS 


ST. LOUIS, MO. 
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Sensible and Standard 


Our customers know Greeley Boudoirs 
are always good, sensible, standard 
house slippers, made in black or colored 
kid with leather or rub- 
ber heels. If your jobber 
has not got them—write 


or wire us direct. 







A. W. GREELEY 
12 Duncan Street - - - Haverhill, Mass 





Deliveries At Once 












No. 62 Street 














BROOKS BALLETS 
NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 









Woman’s 2% to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 


Wree fer onmplete catalog 
2 a \ 


a A) - 
8 5 ROP Sees O oe Cee oF 
Philadelphia, Pa. 

















MERCHANT NEEDS 








MERCHANT NEEDS 


MERCHANT NEEDS 




















One of the Two Best Lines Made 





WINDOW DISPLAY FIXTURES 








pet te, 











on SALES ARE MADE ON THE SIDEWALK 





Write on Your Letterhead 


The Oscar Onken Co. , Cincinnati,O. 


No. 611 W. 4th Street 












LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


53-39 WwW 34 73ST. oe. 
Phone WISCONSIN 86130 



































Now tf 
@eSsal 


at Leng Beach LI. 


Just 40 minutes from New York by train 
RDWALK 1S GLORIOUS 
IS LADEN WHT HEAwH 
FL_IS A PIEASANT TREAT 
Sea Baths “ Music? Dancing 
Festive Week-Bnds 
Reom Plus food ~ Only #8 per Da 
One Aids SEAS 
Nenry H.Gerara ~ 















‘The Breakers 
§o modern in equipment and 
well eitied it Sinema as 
one of th 's finest Hotels 
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Silver Kid and Calfskin 


in New Evening Shoes 


Boston—Shoe factories are fairly 
busy producing new numbers in the 
many approved colors and patterns. In 
women’s shoes, the silver metal shades 
of kid and calf, with some gold kid and 
paisley are noted in the new evening 
effects. The caramel shade of brown 
in suede and kid is cleverly combined 
with the darker shades of brown. 

On evening shoes, the heels are aver- 
aging about 17/8. A novelty in a two- 
eyelet tie is shown in the new brocaded 
black satin with 18/8 heel; this style 
promises to be a favorite with the 
young woman of fashion, who wants 
“something different.” 

The new dress shoes for women are 
shown in many front buckle effects, 
and once in a while with a bracelet 
strap, fastening either in the front, or 
at the side. Lizard and alligator shoes 
in black, brown, and blue are moving 
freely. The plain pump in black satin, 
black patent, in Hematite and Abbo 
patent; in gold kid, plain kid, calf 
and suede, is noted among the newer 
offerings. Colonials are popular sell- 
ers, but straps, with medium hee's, still 
continue to be the strongest in the de 
mand. Black patent leather is a staple 
seller in practically every pattern 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 


corded. 





Visible daily turn 
Over and sales 
report. 








$4.50 


West of Denver $6.00 
Canada and Foreign Countries $6.50 


Shoes postage paid; sent 
i. : on receipt of your 
co : check. 
kid and x 

ee : 

ymbined 7 

wn. Send for your 
re aver- aye 

sooall aH copy today before 
th ell Ss supply is ex- 


. wants 


ven ae cts AS: hausted. 


effects, 
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ront, oF Hy 
yy shoes 


satin WESTERN SERVICE DEPARTMENT 


1 Abbo mF 
‘d, eal Boot and Shoe Recorder 


» newer 


vd -_ | 189 WEST MADISON STREET CHICAGO, ILLINOIS 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 


right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anv SHoe REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


A CURE FOR THE BLACK PLAGUE.... By Spurgeon B. Mallory........ 41 
Push 85 per cent Tans and 15 per 
cent Blacks. 
New BEAUTY IN BOUDOIRS...... .--  Cinderella’s Wardrobe ......... 42 
THE VOICE OF THE RECORDER...... Opinions of the Editor ......... 44 
CoLOR AND FABRIC HIGHLIGHTS IN 
RUBBER FOOTWEAR..........---.- Dressed Up Galoshes .......... 46 
(O. P. I.) OTHER PEoPpLE’s IpEAS... By Harry R. Terhune ........ 50 
Profit Producing Pointers. 
New Yorkers Hotp SNApPPpy COoN- 
RRA er Pa ee 52 
First of the State Meets. 
SPRING CoLors SELECTED....... oc ce- DOR OR BD 6k cine cscs 53 
THREE ROADS TO A PROFIT......... What Figures Show ........... 53 
St. Louis To FirE First SPRING GUN The Coming Pageant .......... 54 
StTyLE—EVEN IN ICELAND.......... Far North Merchandising ...... 55 
WuHo’s WHO ON THE Roap........ By Helen M. Haney ........... 67 
News of the Travelers. 
SHop MERCHANTS NEWS .......... About Retailers .............. 73 
Among Manufacturers ......... 82 


SHOE MARKET NEWS ............-- 
OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 








THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SoutH STREET, BOSTON, MAss. 


EVERIT B. TERHUNE, President 


WILLIAM M. ‘LEBRECHT 
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H. WALTER SCOTT 
Vice-President 


Secretary 


Directors of the co 


the above-named officers, 
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CHARLES H. FURBER 
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Vice-President 
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Vice-President 
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ration, in addition to 


are as follows: 
Hucu M. Bow=zn 
P. M. FAHRENDORF 








SUBSORIPTION RATES 


The subscription price of the Boor anpD SHop Recorper is $3.00 for one year, which includes 
in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 


” America (excepting Venezuela and the 


Guianas, which is $6.00). 


FORHBIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 


All subscriptions are payable in advance. 


Single copies 25 cents. 





with which it is to take effect. Dupl 
through fatlure to send such advance notice. 
the old one, inclosing tf posstbl 


With 





A request for change of address must reach us at least thirty days before the date of issue 
toate cannot be sent to replace those undelivered 


new address be sure also to send us 


your 
your address label from a recent copy. 





Matered as second-class matter Sept. 19, 1925. at the Pret Office at New York, N. Y., under the set of 
March 3, 1879. 


Member of the Audit Bureau of Circulations 
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Next Week 


you will find 


in the 


Boot and Shoe 


HE 15th of October is the time 

to lay complete plans for Christ- 
mas merchandise. There is money 
to be had in the sale of profitable 
articles at that festive climax of the 
year. When a merchant owns a 
store on a popular street, why show 
a diminishing business when the 
holiday spirit warrants an increase 
of business for that season of the 
year? Read next week’s issue for 
help in that direction. 


HE story of John R. Grigg will 

hold the national eye of the trade 
in next week’s issue. In his story 
of the talents be sure to read: “Well 
done thou good and faithful servant, 
you have rendered splendid service 
and your name will be remembered 
when we pass out the dividend 
checks,” 


NEW little shop that is an eye- 

ful is shown in next week’s 
issue. It is a part of a business that 
does a ten million dollar volume in 
shoes in the one building, and re- 
quires four hundred clerks to do it. 
One guess as to the name of the store 
and where it is located. 
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